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N.Y. SHOW SET FOR NOV. 11 


NADA Off for South 


Sparks 


Curtice Cracks Through 
Christmas Helped 
Ford Keeps Promise 
New York Show Set 


>on 


By 
Chris Sinsabaugh 


ROVED: A new broom sweeps 

clean. At least it has in the 
case of Harlow Curtice. Taking 
over the job of presidenting 
Buick in October, 1933, he has 
consistently boosted production 
each year and Bill Hufstader has 
sold the product like nobody’s 
business. When Curtice took over 
in ’33 the sales count from the 
preceding year was 41,242. At the 
end of Curtice’s first year in of- 
fice this was upped to 56,665 and 
in '34 the count went to 65,351. 
Turning the corner into ’36, the 
president points with pride to a 
production for the calendar year 
of 1935 of 107,611 units. Review- 
ing all this, I think that you will 
agree with me that the old adage 
has made good. 

* 


NOW HERE’S where Bill Huf- 
stader struts his stuff. That little 
black book of his shows that do- 
mestic retail deliveries during the 
past calendar year totaled 92,126 
as against 64,899 in the previous 
year. There is no discrepancy 
between the production and do- 
mestic sales reports. The dif- 
ference is easily explained—ex- 
port and dealer’s stocks. Count- 
ing domestic and export Buick 
sold 100,171 units. So you'll see 
the Buick house is in order for 
the sprint for spring business. 

* + + 


AT THE START of the ’35 
campaign Hufstader did a bit of 
crystal gazing and opined that 
his dealers ought to sell at least 
85,000 units. Bill was too con- 
servative—they sold 92,126. They 
started out on the final four 
months stretch to move one car 
for every one sold in the first 
eight months. The jury’s in now 
and the verdict shows Buick pro- 
duced and shipped 60,908 in the 
four months as against 46,703 in 
the previous eight. 

And the drive was financially 
profitable for the dealers, for I’m 
told that in the last month, De- 
cember, those dealers selling only 
Buicks averaged about $100 net 
profit per unit. And Hufstader 
points out that the percentage of 
“exclusive” dealers about doubled 
in the past year. 

+ * . 

IT WILL BE remembered that 
early in the summer ADN 
brought to the attention of the in- 
dustry the possibility of drum- 
ming up a big Christmas trade 
because of the fall announce- 
ments of the new models. The 
results proved our point, as does 
Hufstader’s evidence as to what 
Buick did with this holiday busi- 
ness. Bil| says he has proof that 


(Continiied on Page 30, Col. 4) 


UsedCarProgram| 
Chief Object of 
Annual Meeting 


St. Louis, Mo., Jan. 10.— 
The used car problem and a 
search for its solution will 
be the subjects uppermost 
in the minds of the 1,500 
dealers who are expected to at- 
tend the coming national rally of 
the National Automobile Dealers 
Assn. which opens Jan. 13 in New 
Orleans. 

All meetings will be held in the 
Hotel Roosevelt, NADA head- 
quarters, and sessions will be 
presided over by F. W. A. Vesper, 
NADA president. 

While every phase of dealer 

(Continued on Page 2, Col. 1) 


Mid-Week Start 
Expected to Lift 
Week-End Count 


Ke 
Fall Date Completely 
Successful Says 
Macauley 


New York, Jan. 10.—So 
successful has been the 
motor industry’s plan to 
stabilize employment by in- 
troducing new models in the 
fall, developing a new selling 
period, a more balanced produc- 
tion, and a better level of employ- 
ment, that the Automobile Manu- 
facturers Assn. yesterday an- 
nounced its continuance by ap- 
proving Wednesday, Nov. 11, as 
the opening date of the next 
National Automobile Show at 


WELCOMING COMMITTEE composed of Miles G. Stevens, sec.- | Grand Central Palace, New York, 
treas.; Wiley L. Mossy, pres.; and L. R. Collord, vice-pres., all of the | for the first showing of 1937 mod- 
New Orleans Automobile Dealers Assn. will greet members of the | cls. The show will be open Sunday.‘ 


NADA, Monday. 


SAE Members Flock to Detroit 
For Annual Meeting Next Week 


Fear Over AAA 
Demise Waning 


In Washington 


Washington, Jan. 10. — First 
fears that the Supreme Court 
dec‘sion killing the AAA would 
have a deleterious effect upon the 
automotive industry through 
diminished sales and reposses- 
sions are fast giving way to a 
much more optimistic feeling. 
Since Monday, when the highest 
bench ruled the AAA law uncon- 
stitutional, the Capitol has been 
preoccupied with attempts to 
estimate the effects of this blow 
at the New Deal and now the 


(Continued on Page 14, Col. 1) 


Supreme Court 


Validates GMAC 
Trust-Note Plan 


Detroit, Jan. 10.—Considerable 
importance is attached to the re- 
fusal of the U. S. Supreme Court 
to review the adverse decision of 
a lower court against a receiver 
for a bankrupt Chevrolet dealer 
in Seattle, Wash., in a suit brought 
to prevent General Motors Accep- 
tance Corp. from taking over the 
stock of the dealership upon 
which it held a trust note lein. 
The decision is considered as vali- 
dating the trust note plan. 

Some time ago in floor planning 
cars to dealers it was the custom 
of financing companies to take 
chattel mortgages against the 

(Continued on Page 28, Col. 5) 


Detroit, Jan. 10.— The 
annual §. A. E. meeting be- 
ginning here on Monday 
gives promise of being the 


outstanding meeting of the 
organization. From Monday until 
the evening session Friday night 
the engineers will have a pro- 
gram which will keep them busy. 
The outstanding event of the 
week will be the annual dinner 
on Jan. 16 at which time the 
delegates and visitors will wel- 
come R. R. Teetor as the in- 
coming president for 1936 and 
also pay its respects to Wil- 
liam B. Stout the retiring presi- 
dent. The principal speaker of 
the evening will be Fred M. Zeder, 
vice-chairman of the board of the 


(Continued on Page 3, Col. 1) 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 


1935 
Pos. Make 

1—775,795 Ford 517,735— 1 
2—597,769 Chev. 511,922— 2 
3—352,639 Plym. 291,509— 3 
4—162,834 Dodge 86,426— 4 
5—136,161 Olds 69,771— 6 
6—129,778 Pont. 70,664— 5 
I— 76,058 Buick 59,464— 7 
8— 67,567 Hud.* 57,259— 8 
9— 37,167 Chrys. 26,804—10 
10— 35,823 Stude. 39,581— 9 
*includes Terraplane, 

Total All Makes 
2,522,905 1,819,361 

See total registrations to 
date 1935-1934, pages 28 and 
29, this issue. 








Hudson Adds 


New Terraplane 


Commercial Line 


Detroit, Jan. 10.—Hudson will 
be represented in the commercial 
car field for 1936 with a com- 
plete line of Terraplane models, 
six in all, and providing a car 
for every commercial car pur- 
pose. Production is already un- 
der way and shipments will be 
started at once, it was stated by 
W. R. Tracy, vice-president in 
charge of sales. 

The new models, as smartly 
styled as the Terraplanes in the 
passenger car field, are: custom 

(Continued on Page 20, Col. 1) 


4th 


The Show will open on Armis- 
tice Day, which is more than a 
week following the national elec- 
tion, and will close on the 18th, 
thus providing three days for the 
shipments of show exhibits to 
some of the dealer exhibitions 
that are expected to follow the 
National presentation. 

That this effort to reduce month- 
to-month fluctuation and produc- 
tion operations and thus provide 
steadier employment for its 
workers was successful, is evi- 
denced by the announcement that 
the last quarter’s production was 
29 per cent of the year’s output 
and a record for that period, with 
comparable retail sales by the 
dealers. 

While there have been some 
selling problems presented by the 
change, the public reaction to the 
program was far better than was 
expected, including, as it did, a 
substantial increase in sales dur- 
ing the Christmas period. 

The AMA Show Committee in- 
cludes Alfred H. Swayne (Gen- 
eral Motors,) chairman; Byron C. 
Foy (Chrysler); Paul G. Hoffman 
(Studebaker), and Alfred Reeves, 
manager. 


Quarter Production 


Sets New Record High 


Detroit, Jan. 10.—Further evi- 
dence of improved employment 
conditions resulting from the plan 
of bringing out new models in the 
fall was furnished by the report 
of the Automobile Manufacturers 
Assn, at its meeting here yester- 
day. 

The last quarter production by 
the members, of 828,830 units, was 
29 per cent of the year’s output, 
and a new record for that period. 


Based on shipping reports from 
members, December production is 
estimated at 321,830 vehicles, an 
increase of 7 per cent over No- 
vember and 176 per cent greater 
than December, 1934. 


Comparing November and De- 


cember output, following the na- 
tional show, with the January and 
February output of previous years 
following the New York national 
show, indicates that the 622,218 
units in the past two months sur- 
passes any previous January and 
February combinations. 

The last quarter of 1935 ex- 
ceeded the best previous last 
quarter, which was in 1925, by 
124 per cent. 

Output of members of the AMA 
for 1935 is 2,859,727, an advance 
of 40 per cent over the previous 
year, although not reaching the 
figures of 1927, 1928 or 1929. To 
this figure must be added Ford’s 
1,335,865 making a total of 4,- 
195,592 for the industry. 
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NADA Will Consider Used Cars at New Orleans 


Growth of 2nd Hand Stocks 
Called Threat to New Sales 


(Continued ‘pai Page 1) 


activity will receive attention, the 
used car problem, which accord- 
ing to NADA leaders, constitutes 
an immediate and serious threat 
to the existence of many dealers, 
is expected to monopolize most of 
the discussions. 


Some idea of the increasing 
gravity of the used car situation 
can be gained from a recent 
check of used car stecks made 
by the NADA. This check shows 
that used car stocks are from 25 
to 35 per cent above normal. 

Manufacturers have been 


See story of NADA Regional 
Meetings on Page 15 


warned by President Vesper that, 
unless alleviated, the used car 
situation will shut down new car 
sales. Some leading dealers are 
predicting heavy losses that will 
cause a serious mortality before 
the situation is cleared. 

One of these, L. M. Stewart, 
of St. Louis, national treasurer 
of NADA, in a recent statement 
said: 

“It is my deep conviction that 
the board of directors of the 
NADA at their meeting at New 
Orleans should not only feel a 
deep sense of responsibility to 
the thousands of automobile deal- 


ers throughout the land, in form- | 


ulating a program for the associ- 
ation that will forufy its mem- 
bers against devastating used car 
losses, that are already threaten- 
ing the business lives of thou- 
sands of dealers, but they should 
also be mindful that they are 
charged with a patriotic re- 
sponsibility. That responsibility 
is to formulate plans that will 
insure the continued progress of 
the automotive industry which 
is now recognized as the greatest 
in our nation. Consequently it 
represents the cornerstone of the 
economic future of our nation. 


“The motor car manufacturer’s 
ability to employ tremendous cap- 
ital and pay millions of dollars 
in wages to tens of thousands of 
workers is in direct proportion 
to the business strength of his 
dealer organization. 


Dealer Mortality 

“During the past five years of 
depression, the ranks of the au- 
tomobile dealers have been 
severely depleted. Used car losses 
have brought about a mortality 
that is staggering. I believe it 
is the responsibility of the direc- 
tors to formulate plans and 
policies that will protect this 
great industry that means so 
much to the economic welfare of 
our nation against the deadly 
used car losses that have gripped 
the industry like a plague. 

“If plans can be formulated at 
New Orleans to alleviate used 
car losses, the automobile deal- 
ers’ expectation of business life 
will be strengthened, the manu- 
facturer’s capital will be insured 
and the economic welfare of the 
people of the United States will 
be protected.” 

NADA directors from all parts 
of the country in making state- 
ments regarding the New Orleans 
meeting indicate the used car 
problem is to be a subject of 
major discussion. 

George Goodrum, recently 
elected to represent the dealers 
of southern California, stated 
that while the new car business 
in that part of his state is excel- 
lent, and believes it will continue 
to improve in proportion to dispo- 
sition of used cars, “which is not 
in a healthy condition now.” 


A. B. Burkholder, of Grand 
Rapids, Mich., stated: “Car manu- 
facturers are projecting larger 
production than ever before. I 
believe that this production will 
depend largely on the dealers’ 
ability to merchandise used cars; 


| Me., 


therefore, the aim of the NADA 
is to do everything in its power 
to aid the dealers in better mer- 
chandising methods in our used 
car departments.” 


Must Act Now 
H. H. Hart, of Wolfeboro, N. H., 
said: “The national meeting of 
the National Automobile Dealers 
Assn. to be held in New Orleans 
will no doubt be one of the most 
important meetings the associa- 
tion has ever held, as we have 
reached the cross roads and must 

decide which way to go. 


“All clear thinking dealers 
fully realize that now is the time 
to come to the aid of their asso- 
ciation, as co-operation is vitally 
necessary for our preservation as 
retail automobile dealers. 


“They furthermore realize that 
only by uniting whole-heartedly 
in one great association may we 
hope to achieve for our industry 
those life savers which we must 
have in order to continue profit- 
ably in what should be the best 
retail business in America. Our 
hope lies in NADA.” 


George G. McFarland, of Har- 
risburg, Pa., first vice-president 
of NADA said: “As the industry 
is approaching a peak sales it is 
vitally important that our na- 
tional association at the meeting 
in New Orleans devote its best 
thought toward conserving the 
remaining dealers by solving the 
numerous difficulties that exist 
in our ranks through lack of 
profit.” 


Compliments South 
Myron D. Kidder, of Portland, 
said: “The directors of NA 
DA owe it to their loyal hard 
working brother dealers of the 
sunny south to bring the forth- 
coming annual meeting of the 
association into their midst. It 
should be of incalculable benefit 
to NADA and its cause, and we 
hope, a source of satisfaction, 
with some attendant benefits to 
southern dealers. Their cordial 
invitation is much appreciated. 
The real significance of this na- 
tional organization of dealers is 
gradually becoming apparent to 
the dealer body of the country. 


“Increasingly greater benefits 
will be possible as more and 
more of the thirty odd thousand 
dealers in the country recognize 
that their active interest in asso- 
ciation affairs is needed to supple- 
ment their acceptance of the fact 
that such an association is neces- 
sary. In the meantime the board 
of directors has a very real re- 
sponsibility in seeing to it that 
the machinery of the association 
is kept in smooth and effective 
running order, thereby producing 
the results for which NADA was 
created. 

“Attendance at the last annual 
meeting held in Detroit a year 
ago, gave ample evidence that 
dealers in great numbers are 
awake to the necessities and pos- 
sibilities involved. It is to be 
hoped that many dealers from the 
north will take advantage of this 
opportunity to enjoy a visit to 
the southland, and will join with 
southern dealers in making this 
meeting an outstanding and 
highly significant one.” 

Must Clear Debris 

D. E. Williams, of Kansas City, 
said: “With the passing of NRA 
in the middle of last year, it 
becomes vitally necessary that 
NADA clear up the debris left in 
the wake of NRA and to guide 
the way to a resumption of 
normal] business operations with- 
out wholesale turning out of em- 
ployes or reductions in wages. 
As a result of NRA thousands of 
men were added to the pay rolls 
of automobile dealers and wages 
were increased approximately 20 
per cent. 


“The national meeting in New 
Orleans is necessarily of great 


GEORGE W. STEM, president 
of the Automotive Trades Assn. 
of Louisiana, who will be one of 
the hosts to NADA in New Or- 
leans, 


importance to all automobile deal- 
ers of the nation, since the auto- 
mobile industry within the past 
60 days has started on a new 
experiment (at the instance of 
the president of the United 
States) in bringing out simul- 
taneously all coming year models 
at the end of the calendar year. 
In order that this experiment, 
which is designed to make the 
employment of men in the manu- 
facturing division of the automo- 
bile industry more constant, 
might succeed, it is necessary 
that the dealers sell the auto- 
mobile so produced with the same 
degree of constancy as is re- 
flected by employment in the 
manufacture of those automo- 
biles.” 


J. W. Tarbill, of Cincinnati, 
said: “All dealers should take 
an active part in the NADA. The 
organization is being operated in 
the interest of the dealers and 
it means money ‘in the pockets 
of the dealers to have an effici- 
ent, strong national organization. 
A dealer who does not take an 
active part in the affairs of not 
only the national organization, 
but his local and state associa- 
tions, is doing himself a great 
injustice.” 

C. L. Holt, of Minneapolis, 
stated: “During my 28 years in 
this business, I do not recall a 
time when so much importance 
should be attached to the deliber- 
ations of our national meetings 
as should be attached to the New 
Orleans meeting. I refer espe- 
cially to the used car situation. 


Most Important Meet 


“With so much of the basic 
structure of our business in need 
of adjustment, which can only be 
made through seasoned judgment 
courageously applied on a na- 
tional basis, the importance of 
the New Orleans meeting really 


STUDEBAKER appoints new Detroit distributor. 
George Keller, vice-president of Studebaker; L. K. Manley, Ralph 
Knight, of Ralph Knight, Inc., and R. F. Gloster, South Bend zone 


manager, 


NADA 


Chevrolet Goes Over 1,000,000 


For Fourth Time in 


History 


Detroit, Jan. 10.—From_ the 
standpoint of both production 
and sales, 1935 was the third larg- 
est year in the history of the 
Chevrolet Motor Car Co., a report 
today disclosed. 

Total 1935 production of cars 
and trucks was 1,066,196 units, the 
third biggest production the com- 
pany has experienced and the 
fourth year it has exceeded 1,000,- 
000 units in output. 

Total United States sales of 
cars and trucks in 1935 was 865,- 
842, which figure in addition to 
being the third largest Chevrolet 
year, is exceeded only by the 
boom years of 1928 and 1929. 

Production in December, the 
fourth highest month of the year, 
was 115,483, a new record for the 
month, exceeding the previous 
high December of 1930 by more 
than 51,000 units. 

As significant of the charge 
brought about by the industry’s 
November introduction of new 
models, instead of in January, the 
announcement, issued by M. E. 
Coyle, president and_ general 
manager, stated that production 
in the fourth quarter of 1935, 
totalling 293,387 units, was more 
than double the fourth-quarter 
production of 1934, and set an all- 
time record for the final quarter. 
The highest previous last quarter 
was 159,478 units, in the industry’s 
all-time peak year of 1929. 

Every quarter during 1935 
showed a gain over the corres- 
ponding period of 1934, and the 
final quarter was the _ second 
largest of 1935, instead of the 
smallest as in the preceding year. 
Quarterly production was as 
follows: 


demands the attendance of all 
the nation’s best operators. 

From Seattle, Wash., Floris 
Naglevoort, former president of 
NADA, reports that the business 
outlook in that part of the coun- 
try is bright and that the auto- 
mobile dealers in the Pacific 
northwest feel very hopeful for 
1936, figuring that it is going 
to be a much greater year than 
1935 which in turn was better 
than 1934. 

“They believe as a whole that 
the introduction of the new 
models in the fall has been very 
beneficial,” he stated. “One in 
particular told me that he has 
taken more orders in the first 
30 days after the introduction 
of the new models than he has 
ever done for a like period be- 
fore, and he has been in business 
for over 25 years.” 

Three National Speakers 

Other expressions of hopeful 
opportunity for 1936, with the 
usual modification regarding the 
used car problem, have come 
from many other directors and 
dealers, all indicating that with 
proper used car loss control an 


Left to right: 


1934 
223,010 
302,083 
215,997 

- 127,102 


1935 
234,673 
316,881 
221,255 
293,387 

868,192 1,066,196 

The year just closed rsnks as 

the third highest in the company’s 

production among the four years 

in which production has exceeded 

one million units.“ The million car 
years are as follows: 


Quarter 
Ist 


4th .... 


ele 0 006 oo kph nee 
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1,066,196 

Chevrolet built its 11,000,000th 
car early in December. Its total 
all-time production, from 1912 to 
the close of 1935, is 11,105,278. 

Sales of new units in Decem- 
ber were 80,327, a new record for 
that month. The previous high 
December was in 1930, with 
46,665 sales. 

According to W. E. Holler, gen- 
eral sales manager, sales in the 
fourth quarter of 1935, totaling 
207,140 units, set an all-time 
record. 

Every quarter during 1935 
showed a gain over the corres- 
ponding period of 1934. Quar- 
terly sales were as follows: 
Quarter 1934 

. 141,548 
coos 204,017 
e+ 195,905 


1935 
174,310 
262,359 
222,033 
207,140 


705,823 865,842 

Used car sales by Chevrolet 

dealers in the United States for 

1935 were 1,425,209, making a to- 

tal of 2,291,051 sales of new and 
used units during the year. 


era of unprecedented business 
lies before the dealers of Amer- 
ica. 


The New Orleans membership 
meeting is one that has been 
preceded and will be followed by 
others of similar character in 
various regions of the country in 
conjunction with state associa- 
tions, until the entire United 
States has been virtually covered. 
Three speakers of national prom- 
inence will present at these meet- 
ings, as they do at the big New 
Orleans gathering, three vital 
phases of the dealer’s problems 
as the new era of opportunity 
for better business begins. 


These speakers are: William 
B. Burruss, sales analyst; John 
R. Walker, vice-president and 
general manager of the National 
Assn. of Sales Finance Companies 
and Edward Payton, consultant 
on automobile dealer management 
problems, 

Burruss, at the New Orleans 
meeting, will answer the ques- 
tion: “What steps shall we take 
to sell our merchandise profitably, 
regardless of whether times are 
good or bad?” The message he 
delivers will have the authority 
of 30 years of experience with 
salesmen and sales organizations. 


Finance Expert Speaks 


Walker’s address will pertain 
to finance, a subject upon which 
he is a recognized authority. Until 
his election to his present job he 
was in business for himself in 
New York as a financial coun- 
selor. For five years ending in 
1931 he was connected with the 
Morris Plan Bankers Assn. and 
other affiliated organizations and 
at one time was president of the 
Morris Plan Bankers Corp. of 
America. 

Payton’s message to the deal- 
ers will be based on more than 
15 years of close association with 
successful dealer operations. As 
an automobile salesman and sales 
manager he won many famous 
awards, including the National 
Automobile Chamber pf Com- 
merce $5,000 grand pri’®@ for the 
most profitable dealer : 





es plan. \V 


SAE Members Gathering In Detroit for Meeting 


Strenuous Program Topped 
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Corporation. Malcolm 
editorial director of 
Free Press will be 


Chrysler 
W. Bingay, 
the Detroit 
toastmaster. 

At the same time the Daniel 
Guggenheim medal, the Vincent 
Bendix trophies and the Wright 
and Manley medals will be 
awarded. 

Mondays evening session will 
be addressed by O. T. Kreuser 
Director of the Museum of Science 
and Industry of Chicago. His 
topic based on his long experience 
at the General Motors Proving 
grounds will be An Objective View 
of the Automotive Indu-try. On 
Tuesday H. G. Weaver of the 
General Motors Customers re- 
search section will talk on “The 
Customers Viewpoint,” to be fol- 
lowed in the afternoon by R. 
Brown of the Firestone Tire and 
Rubber Co. whose subject will 
be “Air Springs Tomorrow’s 
Ride.” The evening session gives 
promise of what can be expected 
in the future cars the talks being 
headed by Herbert Chase who 
will tell the engineers about to- 
morrow’s cars. Amos Northup of 
the Murray Corp. will discuss “The 
Motor Car produced under Ideal 
Conditions and William B. Stout 
of the Stout Engineering Labora- 
tories will talk on the artistic side 
of the automobiles of the future. 


During the other sessions the 
discussions will tend towards fuel 
economies for both cars and air- 
planes, diesel engine problems 
and airplane design. Among 
the airplane discussions one in 
particular is destined to draw the 
biggest crowd as Otto Koppen of 
the Massachusetts Institute of 
Technology will 
talk on “Smart 
Airplanes for 
Dumb Opera- 
tors.”’’ 

An attendance 
of 500 engineers 
and others en- 
gaged in the 
operation of 
cars, trucks and 
airplanes is ex- 
pected. 

R. B. Schenck, 
chief metallurgist of the Buick 
Motor Co., will be one of the 
speakers at the production session 
of the annual meeting. 

Schenck will discuss “Metallurgy 
and Transmission Gears” treating 
the subject from the standpoint 
of current metallurgical practice. 
His discussion will be illustrated 
with charts and lantern slides. 

Gear noises and gear failure 
will be discussed by Schenck as 
to their causes and remedies from 
the metallurgical standpoint, while 
a general discussion of metalurgi- 
cal practice employed throughout 


NASFC Hits 


R. B. Schenck 


the industry will cover various 
gear steels in use and will in- 
clude forging, annealing, harden- 
ing, drawing and physical proper- 
ties. 

In addition, the speaker will ex- 
plain Buick practice with a de- 
tailed discussion of the material 
and its processing, and a brief 
description of animproved method 
of hardening now in a state of 
development. 

In a digest of the' subject, 
Schenck credits research by the 
steel maker and the automobile 
manufacturer with the progress 
that has been made. 


Studebaker Has 
Best December 
In Eleven Years 


South Bend, Ind., Jan. 10.—De- 
liveries of Studebaker motor cars 
and trucks by dealers in the 
United. States at retail were 
greater in December than in any 
corresponding month for the past 
11 years, according to Paul G. 
Hoffman, president. Retail deliv- 
eries of Studebaker-built passen- 
ger cars and trucks for each De- 
cember since 1924 were as follows 


Dealers purchased 7,752 cars and 
trucks in December and their 
stocks are still seasonably low. 


Olds Shatters 
Former Dec. 
Sales Records 


Lansing, Mich. Jan. 10.—All 
December retail sales records 
were broken by Oldsmobile in 
December, 1935, according to D. 
E. Ralston, general sales man- 
ager. 

In the last 10 days of the 
month 4,771 Oldsmobiles were de- 
livered by the 3,200 dealers, 
bringing the month’s total to 
14,659. 

The year’s total of 155,528 was 
111 per cent greater than the 
73,749 units sold in 1934 and 65 
per cent more than the all-time 
high, set in 1929, of 95,837, Mr. 
Ralston pointed out. 


Federal 


Extension of Finances 


Chicago, Jan. 10.—A vigorous 
protest against government par- 
ticipation in financing is made in 
the current issue of Time-Sales 
Financing, successor to the 
NASFC News, official organ of 
the National Assn. of Sales Fi- 
nance Companies. 

The author, John R. Walker, 
managing director of the associa- 
tion, labels the article “Uncle Sam, 
Money Lender.” In it he makes 
numerous pointed charges of un- 
fair competition with banking, 
financing, business men and the 
ultimate consumer. 

“Cheap money is one of the ob- 
jectives of our ‘politically plan- 
ned economy’,” he states at the 
outset. “It has been decreed that 
the prices of commodities shall 
rise and that the price of money 


shall fall. 
“To accomplish this artificial 


reversal of the natural depression 
tendencies, the government, 
addition to performing a series of 
major operations on our. mone- 
tary system, has engaged direct- 
ly in the business of investment 
banking, commercial banking, 
mortgage banking and consumer 
credit banking upon a colossal 
scale and under a _ bewildering 
variety of corporate forms. 


“None of these financial activi- 
ties of the government represents 
the invention of improved finan- 
cial methods, but merely the ap- 
propriation by the government of 
methods experimented with and 
developed by private agencies 
which are now struggling to hold 
their own against this direct com- 
petition of their government.” 


in 
' 


—Detroit Free Press Photo 


SEVEN FISHER BROTHERS of Fisher Body fame gathered at 
the home of their mother, Mrs. Margaret T. Fisher, Wednesday even- 


ing, to celebrate her 79th birthday. 
F., Mrs. Fisher and Howard A. Fisher. 


Seated left to right are: Edward 
Standing right to left are: 


William A., Frederick J., Charles T., Alfred J. and Lawrence P. 


Fisher. 


Curtice Says 
Buick Output 
At 5-Year Peak 


Flint, Mich., Jan. 10.—Produc- 
tion of the Buick Motor Co. dur- 
ing the year, 1935, totaled 107,611 
units, an increase of 28,854 or 36.6 
per cent over the previous year 
and the highest annual output 
since 1930, Harlow H. Curtice, 
president, announced today. 


At the same time, similar gains 
were recorded in sales, with 
domestic retail deliveries during 
the year reaching a total of 92,126 
as against 64,899 in the previous 
year, an increase of 27,227 units 
or 41.9 per cent. 

World deliveries of Buick mo- 
tor cars during 1935, the com- 
bined total of domestic and ex- 
port sales, were 100,171 units as 
compared with 73,516 in 1934, a 
gain of 26,655 units or 36.1 per 
cent. 

The Buick upturn, according to 
Curtice, came in the last four 
months of the year with the fall 
announcement of the company’s 
four lines of 1936 cars. 

During this period production 
was carried on at the highest 
rate in recent Buick history, 
averaging approximately 825 ‘cars 
a day during October, November 
and December. In the last four 
months of 1935 a total of 60,908 
cars were produced and shipped 
as against 46,703 in the first eight 
months of the year. Sales dur- 
ing the same period totaled 50,- 
369 cars, exceeding the entire 
volume of the preceding eight 
months when 49,784 cars were 
delivered to retail customers. 

Every objective of the com- 
pany, established at the begin- 
ning of 1935, and later with the 
introduction of the new cars, was 
achieved, Curtice said. The com- 
pany’s original goal of total do- 
mestic sales during 1935 of 85,000 
cars was surpassed by more than 
7,000 units. A projected 25 per 
cent increase in production and 
domestic sales for 1935 likewise 
was exceeded with the gains in 
these categories being 36.6 and 
41.9 respectively. 

A third objective, announced to 
the company’s dealer organiza- 
tion in connection with the in- 
troduction of 1936 models, called 
for the delivery of one new car 
during the last four months of 
1935 for every new car sale made 
during the first eight months of 
the year. Through record-break- 
ing sales in the months of Oc- 
tober, November and December, 
this goal likewise was reached. 

Domestic sales of the company 
during the last 10 days of Decem- 
ber were 5,147 ‘nits, bringing the 
total for the month to 13,456. 
This was the biggest December 
volume in the history of the com- 
pany, surpassing the previous 
record for this month established 
in 1927 when December sales 


This is one of the first family groups ever published. 


totaled 12,324. December deliver- 
ies compared with 13,319 in No- 
vember and with 4,338 in the cor- 
responding month last year. 

December production, Curtice 
said, was 16,738 units as against 
4,848 in the corresponding month 
last year. He said schedules for 
January call for the output of 
more than 15,000 cars. 


Nash Discloses 
Sharp Gain in 
39 Registrations 


Kenosha, Wis. Jan. 10.—A 
sharp increase of Nash and La- 
Fayette new car registrations in 
the United 
States during tr 
1935 is made La 
known currently *: 
by C. H. Bliss, 
Nash director of 
sales. 

A breakdown 
of new car reg- 
istrations in 
about 100 impor- 
tant distribution 
centers, favor- 
able to Nash, 
show ratios of 
increase over the increases of the 
industry as a whole ranging from 
a slight percentage to several 
hundred per cent. 

Nash directors at their annual 
meeting here today voted a divi- 
dend of 25 cents a share qn the 
common stock, payable Feb. 1, 
1936, to stockholders of record at 
the close of business, Jan. 18, 
1936. 

The balance sheet for the fiscal 
year ending Nov. 30 showed a 
loss of $610,227.40, after deducting 
all expenses, reserve, depreciation 
and state and federal taxes. It 
showed dividend disbursements 
in cash during the year totaling 
$2,730,000, and a charge of $647,- 
102.17 to depreciation of physical 
properties. The year’s operations 
were closed with a balance of 
$24,520,514.31 in cash and United 
States government securities. 

In his statement to the board, 
C. W. Nash, chairman, character- 
ized the report as “extremely en- 
couraging,” and reflecting “satis- 
factory development of the ex- 
pansion program instituted by 
the company two years ago.” 

Another picture of the advances 
being made by Nash is contained 
in the factory figures on produc- 
tion for 1935, which show an in- 
crease over 1934 of 55.7 per cent, 
Bliss announces. 

Other evidence of the position 
being assumed by Nash in the 
industry is contained in the fol- 
lowing statement: 

“The company has now com- 
pleted plans to increase its 
production volume in 1936 by at 
least 75 per cent over that which 
obtained in 1935.” 


C. H. Bliss 


Prepare to Fly 
To Pacifie Coast 


Detroit, Jan. 10. — Nicholas 
Dreystadt, Cadillac general man- 
ager, and Don E. Ahrens, general 
sales manager, will leave here by 
air within the next two weeks on 
a survey of business conditions 
throughout the West Coast. 


Both of the Cadillac-LaSalle 
executives are enthusiastic air 
travelers. They plan, if possible, 
to ride the airways on all jumps 
of the trip, which is to last a fort- 
night. The tentative itinerary in- 
cludes the following key cities: 
Los Angeles, Sar Francisco. 
Seattle, Portland, and Spokane. 

“The West Coast coitributed 
importantly toward the seven-year 
December sales record which d- 
illac established last and 
toward the Cadillac-LaSalle sales 
total for the year 1935, which has 
not been equalled since 1930,” said 
Dreystadt, discussing the trip. 

“We sold more units on the Pa- 
cific Coast during December than 
in any month of any year since 
November, 1929. The December 
sales total in that area was 378 
per cent greater than in Decem- 
ber of 1934. For the entire year 
of 1935 our coast sales exceeded 
1934 sales by 116 per cent. Both 
the December and the full year 
increases on the Pacific Coast 
exceeded the average increase for 
the entire United States. 


We have been particularly grati- 
fied at the steady sales improve- 
ment registered by our more ex- 
pensive Cadillac-Fleetwood cars. 
Evidently the quality car market 
is rapidly returning toward nor- 
mal levels of pre-depression 
volume. 

“Cadillac expects even better 
business in 1936 and we are pre- 
pared to handle that expected in- 
crease. In men and machinery we 
never were so well equipped as we 
are today. Our factory is tooled 
with the most modern machinery 
that it is possible to obtain, much 
of it designed and built under the 
supervision of our own engineers.” 


Franklin Plant 
Option Held By 
A. J. Brandt, Ine. 


Detroit, Jan. 10.—An option to 
purchase the Franklin automo- 
bile plant and business at Syra- 
cuse, N. Y., has been secured by 
A. J. Brandt, Inc., an engineer- 
ing firm of this city, according 
to telegraphic advice from Syra- 
cuse today. 

The option, according to the re- 
port, is for 60 days and was se- 
cured by the Brandt firm from 
Franklin Motors, Inc., and the 
Franklin Development Co. 


Inquiries at the Brandt office 
here confirmed the fact that the 
option had been obtained. 


Brandt for several years was 
connected with Oakland Motor 
Car Co. and was later with Amer- 
ican Austin Co. and more recently 
with Hupp Motor Car Corp. 

It is understood that an an- 
nouncement concerning the deal 
may be issued at an early date. 


To Open Branch 


Muskegon, Mich., Jan. 10.—The 
Hercules Motors Corp., which is 
planning to open a branch plant 
here soon, reports for the quarter 
ended Sept. 30 a net profit of $104,- 
315, equal to 33 cents a share on 
810,000 shares, against a net of 
$149,871 or 48 cents a share in the 
preceding quarter, and against a 
net of $50,888 or 16c a share in the 
September quarter of 1934. Net for 
the first nine months this year was 
equa! to $1.12 a share as compared 
with 46 cents a share for the cor- 
responding period last year. 





New York, Jan. 10.—December 
sales of General Motors cars to 
dealers in the United States and 
Canada, together with shipments 
overseas, totaled 185,698 compared 
with 41,594 in December a year 
ago. Sales in November were 
182,754. Sales for 1935 totaled 
1,715,688 compared with 1,240,447 
in 1934, an increase of 38.8 per 
cent. 


Sales of General Motors cars to 
consumers in the United States 
totaled 122,198 in December com- 
pared with 41,530 in December a 
year ago. Sales in November were 
136,859. Sales for 1935 totaled 
1,278,996 compared with 927,493 
in 1934 an increase of 37.9 per 
cent. 


Sales of General Motors cars to 
dealers in the United States to- 
taled 150,010 in December com- 
pared with 28,344 in December a 
year ago. Sales in November were 
147,849. Sales for 1935 totaled 
1,370,934 compared with 959,494 in 
1934, an increase of 42.9 per cent. 


Below is a tabulation of Gen- 
eral Motors monthly sales for 
1932, 1933, 1934 and 1935 to date. 
The figures are segregated to 
show: (1) Total sales of General 
Motors cars to dealers in the 
United States and Canada plus 
overseas shipments; (2) Sales of 
General Motors cars to consum- 
ers in the United States; and (3) 
Sales of General Motors cars to 
dealers in the United States. 
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GM Sales For December Total 185,698 Units 


Show Considerable Gain 
Over Nov. ’?35 and Dec. ’34 


Penna. Dealers Endorse 


NADA Used Car Guide 

Pittsburgh, Pa., Jan. 10.—De- 
claring that grains, stocks, bonds 
and other commodities have rec- 
ognized market values and are 
listed officially at those values, 
the Pennsylvania Automotive 
Assn. today endorsed the NADA 
Guide Book as a recognized na- 
tional yardstick of used car 
values. 


“The NADA Guide,” the en- 
dorsement continues, “is compiled 
from actual sales records of deal- 
ers and bears the endorsement of 
auto manufacturers and the Na- 
tional Assn. of Sales Finance 
Co.’s We suggest that all dealers 
and salesmen equip themselves 
with copies.” 


Lost Time Accidents 


Decrease at AC Plant 

Flint, Mich., Jan. 10.—Lost time 
accidents at The AC Spark Plug 
Co., decreased from 77 in 1934 
to 26 in 1935, George Mann jr., 
director of industrial relations, 
said today. 

While the 1935 safety accom- 
plishment placed the company 
well toward the top of the safety 
list in American industry, a still 
further improvement’ will be 
sought in 1936. 


ier ereserrninninneonenie 
Total Sales to Dealers in U. S. and Canada Plus Overseas Shipments 


1935 
98,268 

121,146 

169,302 


January 
February ....... 
ee 
184,059 
134,597 
181,188 


167,790 
124,680 
39,152 


127,054 
182,754 
185,698 


November 
December .. 


Total. - 1,715,688 1 


eeeeeee 


240,447 


1932 
74,710 
62,850 
59,696 


1933 

82,117 
59,614 
58,018 


1934 

62,506 
100,848 
153,250 


86,967 
98,205 
113,701 


78,359 
66,739 
52,561 


153,954 
132,837 
146,881 


106,918 
97,614 
81,148 


36,872 
30,419 
30,117 


134,324 
109,278 
71,888 


53,054 
10,384 
21,295 


10,924 
5,781 
53,942 


72,050 
61,037 
41,594 


869,035 562,970 


Sales to Consumers in United States 


1935 
54,105 
77,297 

126,691 


January 
February 


eee eeeee 
eeeeeee 


April 143,909 


June. 
108,645 


127,346 
66,547 


i ccdeesesece 
August 
September 


68,566 
136,859 
122,198 


October ... 
November 
December . 


. -1,278,996 


Total. 


eeeeee 


927,493 


1934 

23,438 
58,911 
98,174 


1933 


50,653 
42,280 
47,436 


106,349 
95,253 
112,847 


71,599 
85,969 
101,827 


87,298 
86,372 
71,458 


101,243 
86,258 
71,648 


63,518 
35,417 
11,951 


69,090 
62,752 
41,530 


755,778 


Sales to Dealers in United States 


1935 


75,727 
92,907 
132,622 


Weetaher ...ccces 
November ‘ ‘ 
December ....... 150,010 


Total... 1,370,934 


ereee 


959,494 


1932 
65,382 
52,539 
48,383 


1934 

46,190 

82,222 
119,858 


1933 


72,274 
50,212 
45,098 


121,964 
103,844 
118,789 


74,242 
85,980 
99,956 


69,029 
60,270 
46,148 


107,554 
87,429 
53,738 


92,546 
84,504 
67,733 


31,096 
24,151 
23,545 


41,982 
3,483 
11,191 


5,810 
2,405 
44,101 


50,514 
39,048 
28,344 


729,201 472,859 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick, LaSalle and 
Cadillac passenger and commercial cars are included in the above figures. 


GM SALES 


DE SOTO announces this new convertible coupe as an addition to its Custom Airstream line. With 
winter travel to southern resorts at a new high, De Soto decided to produce its “all-weather” convertible 
model several months earlier than usual. 


Harry 


L. Horning Dies; 


Pioneer Leader in Engines 


By CHESTER S. RICKER 


Detroit, Jan. 10.—With the pass- 
ing of Harry L. Horning, presi- 
dent of the Waukesha Motor Co., 
Waukesha, Wis., 
and past presi- 
dent of both the 
SAE and MA- 
MA. The auto- 
motive industry 
loses one of its 
colorful pioneers 
and great con- 
tributors to the 
success of to- 
day’s efficient 
gasoline engines. 
H. L. Horning Unlike most ex- 
perts he was honored and appre- 
ciated at home as well as abroad. 

His life story reads like a Hora- 
tio Alger novel in which a home 
town boy makes good. Born, 
raised and educated in the town 
of Waukesha, the son of a poor 
widow, he died probably the town’s 
wealthiest citizen and greatest 
benefactor. Except for a few 
years, immediately after graduat- 
ing from Carrol College, at Wau- 
kesha, when he worked in Chi- 
cago and Milwaukee, he spent the 
rest of his life building the Wau- 
kesha Motor Co. 


Was Chief Engineer 


When the company started 
Horning was chief engineer, 
draftsman and sales manager fin- 
ally becoming general manager 
and finally president of the com- 
pany in 1927 on the death of its 
original president, Cooney Haertel. 


Not only the automotive but the 
petroleum industry and all car 
owners owe him a great debt. 
His teachings on combustion 
chamber design in gasoline en- 
gines and his development of the 
“Octane Rating” or “Knock Test” 
engine gave the industry the first 
real foundation for the develop- 
ment of modern gasoline en- 
gines. To the users it meant 
lower cost “Ell Head” engines 
could be made as efficient as 
valve on head type and users 
could get more miles per gallon. 

During the last six years apply- 
ing his theories of combustion 
to diesel engine design in its ap- 
plication to automotive vehicles, 
he has pioneered a new type of 
diesel in this country. “Tubu- 
lence” was originally a phantasy 
of his fertile brain. Today it is 
a colloquial expression to all en- 
gineers and most automotive ad- 
vertising men. Immediately after 
the world war “Detonation” or 
“Ping” was the “bugaboo” of 
every engineer. It limited engine 
power; it was a barrier to further 
advances in engine design over- 
head valve engines gave more 
power than “Ell head” but no 
one knew just why except that 
they did not “Ping” at higher 
compression. Horning thought 
that it was in the engine design 
while Kettering thought that it 
was caused by the fuel Both 


were right. Today the entire in- 
dustry enjoys the advantages 
brought about by Horning’s 
“Tubulence” theories on combus- 
tion chamber design and the fuel 
research done by Tom Nudgely 
under Kettering which resulted 
in the development of Ethyl gas- 
oline. That is why more engines 
of the simple “Ell” head type are 
built today than ever before. 


Pioneered Tests 


But Harry Horning did not con- 
fine himself to building and theor- 
izing about engine design. He 
was as well known to the petro- 
leum industry. By pioneering the 
“Knock Test” engine, gasoline 
manufacturers could test their 
fuel and predict how it would per- 
form in automobile engines. It 
made “Octane” rating of fuel 
mean something. Without profit 
he built test engines for the en- 
tire petroleum industry to help 
the oil and automotive industries 
meet on a common ground and 
understand one another’s prob- 
lems. This contribution assured 
automobile users for the first 
time of uniformly performing 
fuel. 


As a speaker he was famous 
for his interesting delivery and 
quick repartee. 


Modeled in Clay 


He was an artist of no mean 
ability and a great philosopher, 
too. He loved to model in clay 
and this technique perhaps is re- 
sponsible for his interest and de- 
velopment of so many combus- 
tion chamber designs. At Wauke- 
sha Motor Co. he introduced the 
method of modeling combustion 
chambers in clay. He would get 
an idea over night. The next 
morning he would model a new 
combustion chamber design; have 
the cylinder head containing it 
cast from iron early in the aft- 
ernoon and running on a test en- 
gine before he went home to sup- 
per. Ordinarily this would have 
been more than a week’s work 
under customary methods. 


As past president of both the 
Society of Automobile Engineers 
and Motor and Accessory Manu- 
facturers Assn., he was a great 
builder. He had a way of smooth- 
ing out many internal jealousies 
with his inimitable sense of 
humor, fairness and honesty of 
purpose that eliminated organi- 
zation “detonations” just as his 
scientific sense led him to do the 
same for gasoline engines. 


Shelley Named 


Wooster, O., Jan. 10. Henry 
Shelley of Shreve has been elected 
president of the Wayne and Holmes 
County Automobile Dealers Assn. 
R. L. Walters of Millersburg was 
elected vice-president and Henry 
Critchfield of Wooster, secretary- 
treasurer. The association has voted 
to meet the last Friday in each 
month at the courthouse here. 


New Convertible 
Coupe Added To 
De Soto Line 


Detroit, Jan. 10.—Consistent 
gains in winter travel prompted 
De Soto Motors this week to in- 
troduce a new convertible coupe 
model several months earlier than 
usual. The new model, an addi- 
tion to the Custom Airstream 
line, is already in production with 
shipments started to dealers. 


L. G. Peed, De Soto vice-presi- 
dent, explained the company’s ac- 
tion in announcing the convertible 
model at this time. He said that 
winter travel increased 28 per 
cent in 1935 over the previous 
year, and tourists’ bureau anti- 
cipate another 14 per cent gain 
during the next three months. 


“With improved cars and high- 
ways, winter travel is increasing 
every year,” he said. “This win- 
ter people have more money to 
spend. They’re planning winter 
vacations and, of course, most of 
them are traveling south. The 
recreation points in the south and 
southwest report a _land-office 
business, with reservations booked 
months in advance. 


“The demand for automobiles 
that can be converted from 
closed cars into open cars in a 
few moments time has doubled 
during the past two years. It 
has broadened an important mar- 
ket for the automobile manu- 
facturer.” 


The car is priced at $895 (fac- 
tory, Detroit). It is available in 
five standard colors—black, au- 
tumn gold, Burgundy maroon, 
stone beige and sky tint blue. 


Maj. Berry Still 
Trying to Tie-In 


Washington, Jan. 10.—Although 
the automobile, steel and other 
important groups decline to par- 
ticipate, Maj. George L. Berry is 
persevering with his program ot 
trying to find a vehicle for co- 
operation between the Federal 
government and industry.” His 
Council for Industrial Progress 
met for organization this week 
and after the selection of various 
committees and officials ad- 
journed sine die. 


One jarring note in the pro- 
ceedings was intrusion of the 
problem of government competi- 
tion with private enterprise. This 
was not on the agenda but 90 
members of the management 
groups put it forward for dis- 
cussion. 


The 30 members representing 
labor nominated William Green, 
president of the American Feder- 
ation of Labor, as permanent 
joint chairman. 
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Dealers See Revival of Junking as “Sales Aid 


Inquiring Reporter Finds 
Various Forms Suggested 


Detroit, Jan. 10.—As a result of the interest being 
shown in Chevrolet’s January junking plan (see ADN 
Dec. 31), the ADN Inquiring Reporter set out to interview 


various dealers on the question: 


“Are You in Favor of 


Reinstating the Junking Plan? If So, What Form Would 


You Prefer?” 


He questioned dealers in nine makes of cars in three 
widely separated cities and found the majority of them 
(> 


in favor of such plan. While 
most of them believed junking 
would solve a lot of the trouble, 
they had various ideas of what 
form it should take. Their views 


are expressed below: 
s* * *& 


Julian Ostro, general retail 
sales manager, Scharlin Motor 
Corp., Ford dealer, New York 

City: “It cer- 

tainly would 

help clear up 

the used car 

situation to 

have a factory 

junking plan. 

The $20 figure 

is too low to be 

of muchuse. I 

think that $30 

from the fac- 

tory for every 

old car junked 

@ i would increase 
STS new car busi- 
ness 20 per cent. 

With a factory allowance of $30 
I could junk 30 cars immediately.” 


* . * 


A. Merdinger, vice - president, 
Mab Motors, Dodge and Plym- 
outh dealers, New York City: “I 
think a factory junking plan 
would be the most helpful thing 
which could be done for Dodge 
and Plymouth dealers now. It 
would not only be good for the 
dealers but also for the factory 
and the public. More new cars 
could be sold, and other used 
car models would have more 
value. As for the public, a junk- 
ing plan would help protect it by 
getting the old junk off the 
streets. The Chrysler junking 
plan worked out well in 1931 
when the used car problem was 
acute, and such a plan is desir- 
able, even necessary, for this 
year.” 

. > . 

Philip Klinger, treasurer, 
Klinger Bros., Nash dealer, New 
York City: “That junking plan 
which was put into operation 
early in the depression ought to 
be revived. There are too many 
miserable automobiles on _ the 
streets and the dealers’ used car 
lots. Increased discounts and 
adequate junking allowances are 
needed to help the motor car 
dealers of the whole country. 
Dealers handling higher priced 
cars need a junking allowance of 
$50 to get out from under a lot 
of their stuff.” 


K. K. Kenderdine, Northwest 
Buick Co., Buick-Pontiac, Chi- 
cago: “I am in favor of the right 
kind of factory junking plan in 
helping solve the used car prob- 
lem. By the right kind I mean 
one that makes it worth while 
for the dealer. There can be no 
argument on the point that some- 
thing should be done to remove 
old jaloppies from the streets in 
the interest of safety. On the 
question of used car junking 
plans, I would be in favor of one 
similar to the one Buick had sev- 
eral years ago.” 

+ = 


R. H. Keeling, Studebaker Sales 
Co., Chicago: “The dealers’ used 
ear troubles do not come from 
these $10 and $15 cars we class 
as junkers. The difficulties arise 


from taking in higher priced used 
cars at figures beyond what they 
are worth. The solution is judg- 
ment and a refusal by the dealer 
to be dominated by the customer 
on trade-ins. Let’s not allow the 
prospect to bluff us and stretch 
the truth by quoting ficticious 
figures he claims some other 
dealer allowed him. It is just as 
well for all dealers to pass up 
new car business at prices that 
mean ony used car losses. We 
may as well remember that a 
car taken in right is half sold.” 


J. J. Wright, J. J. Wright Mo- 
tor Co., Ford, Chicago: “Whether 
we call it a junking plan or other- 
wise, the fact remains that addi- 
tional remuneration of some kind 
should be given to dealers oper- 
ating in large metropolitan cen- 
ters. They need protection more 
than those in smaller places 
where there is not the competi- 
tion among dealers handling the 
same make of car. The used car 
problem can be whipped largely 
also by factories insisting upon 
ethical operations on used car 
trade-ins and other departments 
of their dealers. Factories can 
control chiseling by their deal- 
ers and they should act accord- 
ingly.” 


Phil Davis, Chrysler and Plym- 
outh dealer, Oakland, Cal.: “And 
how. They have the greatest 
thing ever conceived for the in- 
dustry right in the mit and 
didn’t know it. If they would re- 
instate the plan it would do won- 
ders. It would clean out the 
junkers and old wrecks, help the 
dealer do a better job, provide 
outlets for greater volume on the 
part of the manufacturer and 
provide more employment. It 
would boost business and help 
everybody all along the line. And 
it wouldn’t have to be a large 
amount, in fact, it would do more 
good if it were made a lower 
amount per unit than before. 
Personally, I would like to see 
them cut the ratio down from 
$40 on one junker to every four 
dealers to $25 allowance to every 
two new cars sold. In fact, the 
ratio of one to one would be even 
better. However, if the allow- 
ance should go much below $25 
there would be a temptation for 
some dealers to hold on and try 
to get more or to play around 
with salvaging in attempt to 
get more money than the allow- 
ance by selling higher battery 
parts, etc., and we would be right 
where we are now. But an allow- 
ance of $25 would be enough to 
make it worth while to junk those 
old junkers that are now in every 
dealer’s stock, and the allowance 
of that amount on each car sold 
would pay big dividends to the 
manufacturer because the junk- 
ing operations would be carried 
far beyond cars worth that 
figure.” 

. . 

R. L. Lowrey, sales manager, 
Pacific Nash Co., Northern Cali- 
fornia distributors, Nash and La- 
Fayette, San Francisco: “I am 
for it. By all means it would 
help. The plan as used previous- 
ly did a great deal of good for 


all concerned—the manufacturers, 


dealers, retail salesmen and the 


THIS NEW CONVERTIBLE sedan has been added to the Dodge line. 
The body has increased rigidity for safety. The model lists at $995 at factory. 


same as closed models, 


public. It caused a lot of those 
unsafe junkers to be removed 
from the highway and it did 
something else, it saved lives but 
it did more than that. It pro- 
vided new outlets for higher 
grade used cars and new cars, 
thus helping the entire industry. 
I would like to see the allow- 
ance increased, if possible, say 
to $50 for every three cars or 
even $50 for every two cars. That 
would be the greatest thing for 
the industry that could be done 
right now and the manufacturers 
would get it all back through 
increased volume. As it is now 
the dealers cannot reach out for 
volume and he has to dispose of 
the old junkers by wholesaling 
them. Every time one of those 
cars are sold at wholesale takes 
away a prospect for a better used 
car or a new one and by the same 
token every time one of those 
old junkers is removed from the 
highway it creates a prospect for 
a new car via the route of a good 
used car. Our entire organiza- 
tion is for the reinstatement of 
the plan and I hope the manu- 
facturers can see the big picture 
and go even further than before.” 


* * + 


W. J. Burns, president Burns 
Chevrolet Co., Berkeley, Calif.: 
“Yes, it would help solve the prob- 
lem. We have the plan in opera- 
tion this month, giving us $20 a 
car with no string on it, just $20 
for every one of those old junk- 
ers we knock in the head. We 
have gotten off to a marvelous 
start for the year and when we 
go into next month we will have 
none of those old wrecks that 
are the bane of every dealer’s 
existence. We will be just as 
clean as a hound’s tooth and I 
think that goes for all Chevrolet 
dealers. Therefore, I know the 
junking plan to be a great help, 
but no dealer should get the idea 
that if reinstatement should com- 
pletely solve the used car prob- 
lem it is not the final answer by 
any manner of means, The an- 
swer now, as always, lays in 
whether or not you buy them 
right.” 


Brumbaugh Represents 


Timken-Detroit on Coast 


Detroit, Jan. 10.—The Timken- 
Detroit Axle Co. of this city has 
appointed A. K. Brumbaugh resi- 
dent engineer— 
Pacific Coast. 
Brumbaugh will 
handle the sales, 
service, maint- 
enance and en- 
gineering prob- 
lems in the ap- 
plication of Tim- 
ken axles in the 
Pacific Coast 
zone with head- 

baug’ quarters at San 
A. Sra a Francisco. 

In Brumbaugh, has an engineer- 
ing background of over 25 years 
in the automobile industry. He 
served as commercial engineer of 
the White Motor Co., experimen- 
tal engineer with-the Autocar Co. 
and ds superintendeht’ of trans- 
portation for Consolidated Gas 


Electric Light and Power Co. of 
Baltimore. 

He has been actively identified 
with the Society of Automotive 
Engineers since 1915. He has been 
secretary as well as chairman of 
the Pennsylvania Section, and 
chairman of the Cleveland Sec- 
tion. In addition to these duties 
he has served on the National 
Council and many standard and 
special committees, serving a term 
as vice - president representing 
truck, bus and rail car activity. 

Brumbaugh assumes his duties 
at once. 


Hudson Sales Up 
59 Per Cent for 
Dec. in Wayne Co. 


Detroit, Jan. 10.—Sales of Hud- 
sons and Terraplanes in Wayne 
County, Mich., which includes 
Detroit, home of the industry, 
improved 59 per cent for Decem- 
ber over November. William R. 
Tracy, Hudson vice-president, in 
releasing these figures, states that 
this gain in cars contrasts with 
a decrease of 7.2 per cent for the 
industry generally in this terri- 
tory. 

“As a result of this gain,” states 
Tracy, “Hudson and Terraplane 
have improved their relative 
standings materially in this ter- 
ritory. To be exact, based on new 
car registrations in Wayne 
County, our dealers got a 71 per 
cent greater share of the total 
automobile business for Decem- 
ber than they did for November 
with the result that we moved 
from seventh up to fifth place. 
Our sales in November and De- 
cember combined in Wayne 
County are exceeded in volume 
by only Ford, Chevrolet, Plym- 
outh and Dodge in the order 
named. During the month we 
passed two of its competitors. 
Hudson and Terraplane sales in 
Wayne County for November and 
December were over 1,050 cars.” 


Hupp Appraisal Started 


On Application for Loan 

Detroit, Jan. 10.—Appraisal of 
assets of The Hupp Motor Car 
Corp. was started Wednesday as 
an incident to the corporation’s 
application for a bank loan of 
$1,500,000, to be used as working 
capital. 

The large Hupp factory, which 
is unencumbered, has an esti- 
mated value of $9,000,000. 

It is proposed to give a first 
mortgage on the property as se- 
curity for the loan. 

Several days will be required to 
make the appraisal and perhaps 
one week will elapse before action 
on the loan application is an- 
nounced. 


Gearing Named 


Meriden, Conn., Jan. 10.—Milton 
L. Gearing, manager of the Meriden 
plant of the New Departure division, 
General Motors Corp., has been re- 
elected president of the Meriden 
Manufacturers Assn. Charles H. 
Cuno, president of the Cuno Engi- 
neering Co., also.a manufacturer of 
automotive equipment, has been re- 
named a director. 


Interior dimensions are the 


New Convertible 
Sedan Is Added 
To Dodge Line 


Detroit, Jan. 10.— Announce- 
ment that Dodge has begun pro- 
duction of a two-purpose or con-~ 
vertible sedan model was made 
today by A. vanDerZee, general 
sales manager. 


Three features distinguish the 
latest addition to the Dodge line 
—exceptional roominess and 
equipment; construction that 
gives the body a rigidity equaling 
that of the enclosed sedan type; 
and a price tag marked in three 
figures instead of the four. 


The Dodge convertible sedan is 
mounted on the 116-inch wheel- 
base, 87 h.p., 1986 Dodge chassis 
and comes with a commodious 
trunk integrally built into the 
streamlined slope of the body 
rear. A sub-frame, to which the 
extraordinary rigidity of the body 
is due, extends along the lower 
edges of the body and, in front, 
rises around the cowl section with 
the effect of making the latter 
virtually a part of the body 
structure proper. 

Interior dimensions are gener- 
ally those of the season’s closed 
Dodge models. Front and rear 
doors, all swinging forward, are 
considerably wider than the usual 
width, making for comfortable 
entry and exit. The windows are 
set in chromium frames and, 
when raised, give the passengers 
complete weather protection. 


The equipment includes two 
cleaners swiveled at the bottom 
of the windshield. The uphol- 
stering material is leather; fabric 
upholstering may be had, if de- 
sired. The price quoted on this 
attractive and luxurious addition 
to the Dodge line is $995 list at 
factory, Detroit. 


Nebraska Officials Start 


Big Safety Campaign 
Lincoln, Neb., Jan. 10.—Gov. R. 
L. Cochran and the newly re- 
organized and enlarged state 
sheriff forces united Jan. 1 in a 
statewide drive toward safety on 
Nebraska highways. The gov- 
ernor said he personally would 
aid in bringing about a more 
stringent enforcement of traffic 
laws in an attempt to cut down 
the death rate in highway acci- 
dents, and the sheriff’s office an- 
nounced all its deputies would be 
instructed to concentrate on traf- 
fic regulations. 


Robert J. Emery, newly ap- 
pointed chief deputy in charge of 
highway patrol, said that his men 
will concentrate particularly on 
reckless and drunken drivers. 
Emery called attention to the 
state maximum speed limit (50 
miles an hour) but said the 
statutes were qualified so that 
under some circumstances drivers 
could proceed at a swifter pace. 
The state deputies must de 
termine for themselves whether 
or not @ man is driving too fast. 





—— 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 
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NADA Clans Gather 


7” PICTURESQUE New Orleans next week the clans of 
the National Automobile Dealers Assn. will gather for 
their annual meeting. This will not be a sightseeing 
tour although, naturally, there will be a generous sprink- 
ling of entertainment features on the program. The chief 
sightseeing, if any, will be a determined effort to draw a 
bead on Old Man Used Car with the hope that some defi- 
nite formula can be arrived at which will knock that old 
boogey out of the picture for all times. 

We may be amiss in our judgment, but we feel that 
some very definite steps in this direction will be taken. 
How successful any new program that may be developed 
at New Orleans will be will depend entirely upon the co- 
operation of each and every dealer in the industry. 

As our industry is now constituted there are two very 
distinct jobs to be done. One is to build new cars and the 
other is to sell them. The first job lies with the factories 
and the second with the dealers. In between these two is 
a third major problem: What are we to do with used cars 
taken in trade? This problem, in our mind, is of mutual 
interest to factories and dealers alike, since the speed with 
which used cars can be moved will be a governing factor 
in the production and sale of new cars. 

It is our firm belief that all manufacturers are willing 
to co-operate with their dealers in helping to find a solu- 
tion to this problem. Used car stocks are reported by 
NADA to be 25 to 35 per cent above normal for this time 
of year. However, the so-called “normal” is based on 
experience in years when new models were not announced 
until January, whereas this year new models were an- 
nounced in November. On this basis the increase in 
stocks is a result of this change, and time will be required 
for readjustment to the new schedule. 

We believe that manufacturers must co-operate with 
dealers in moving the used car buying season forward to 
conform with the new car announcement date. We are 
convinced they will do their part in this. We believe a 
great deal of responsibility for trading in used cars at a 
loss rests with the dealers themselves. We feel that a 
strong and virile NADA could do much to help the dealers 
to reduce the loss for which they themselves are 
responsible. 

We feel that such an organization could point out, with- 
out rancor, causes of losses by dealers which may be at- 
tributed to the manufacturer’s policies or practices. And 
we believe further that such action would result in a bet- 
ter understanding and a complete co-operation which 
would make this a better industry for all of us. But the 
strength of an organization is measured by the strength 
of its members. Your support may be a deciding factor 
and if you want to make this a better industry for all of 
us your support is needed. 


AAA Death Discounted 


SRURIN G the past year a great portion of the increase in 
automobiles and truck sales can be traced directly 
to farm buying. Much of the farm buying was due 
to AAA benefits. A survey by ADN among the leaders 
in the farm group indicates that the death of AAA 
will have little effect on farm buying. Benefits, in one 
form or another, will continue it is expected until normal 
conditions are restored. 


10TH. YEAR 
SS DORE RT 


By the Publisher 


LAFAYETTE, Next to a 
THE AMERICANS bet on the 
COME! winner in a 
Joe Louis 
fight, the safest wager you can 
make within the next few hours 
is: that the bonus bill will be 
passed, whether or not the Presi- 
dent vetoes it and that the check- 
writing machinery on the top 
floor of the Treasury Department 
will have hardly cooled off from 
its AAA ordeal “before millions 
of checks will start pouring out 
to WE vets. What are WE go- 
ing to do with this unexpected 
shower of ready money? Well, 
WE are going to buy an automo- 
bile, probably a nice, new shiny 
one, but anyway a better car 
than the one WE are now driv- 
ing. And if you, Mr. Dealer, do 
not believe WE are going to buy 
a@ new car, and prepare yourself 
accordingly, you are going to miss 
the juiciest gravy train that has 
rumbled past your swing doors 
since Hector was only a playful 
little canine. 
* * * 


NOR IS THERE any reason 
for those dealers who have been 
feeling the direct results of the 
AAA constant shower of checks 
to be overly apprehensive. In 
the first place the quarter-billion 
dollars due the farmers under 
their crop-contracts will be paid. 
Neither the Democrats or the Re- 
publicans in Washington dare 
face an election year with that 
obligation unfulfilled. You will 
recall that we paid the con- 
tractors who were making war 
supplies after the armistice was 
signed. And some of us who 
were at Great Lakes will recall 
that one of the great drill halls 
(long since demolished) was actu- 
ally begun after that memorable 
day! So although the AAA “song 
has ended, the melody lingers on” 
and in the shape of nice green 
checks that any good dealer will 
be glad to accept for the down- 
payment on any car or truck in 
his showroom! 

* + « 


ALL IN ALL, I see no reason 
for deserting the ranks of those 
optimists, who like myself, still 
hold to the opinion that 1936 will 
show a total production nearer 
5,000,000 than 3,000,000! That will 
mean that most good dealers will 
have a profitable year, because 
the black figures pile up fast 
once we have overcome the handi- 
cap of the always top-heavy 
overhead. 

* 

RIGHT HERE and now we 
want to serve notice that this col- 
umn is going to take up the cudg- 
els of eliminating the unsafe cars 
and trucks from the American 
highways and streets. We are 
going to lift a banner which 
reads: 

“GET THE JUNKERS 
OFF THE ROADS!” 


and we are never going to furl it 
until about 5,000,000 vehicles 
which have no rights on our 
roads are where they belong—on 
the scrap heaps. That sounds a 
bit more bombastic than I in- 
tended it but it conveys a definite 
purpose which every reader of 
ADN ought to subscribe to. The 
second step in the present safety 
campaign, which has been the 
greatest national crusade since 
the war days, is to eliminate the 
defective vehicle. The campaign 
now in full cry from press, pulpit, 
school and radio is curbing the 
unfit and unsafe driver. “——and 
Sudden Death!” has been read, 
seen and heard by more people 
than ever cried over the plight of 
poor Uncle Tom. Now it is time 
for a concerted effort, sponsored 
by this industry and directed to 
the unsafe vehicle. Let’s go! 


—GMS5. 


Don’t Be a Jaywalker 


In This 


Corner 


The views expressed in this column are those of our readers 
and do net necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observetl upon request. 


Trial Balloon? 


It is hoped that Chevrolet’s mil- 
lion dollar subsidy for the twofold 
purpose of junking and stimulating 
sales of used ears will also serve to 
add emphasis to two things: First, 
that the plan im general is an eco- 
nomically sound one for the industry 
to adopt as a permanent measure 
effecting stabilization and, second, 
that an unhealthy growth of many 
years duration cannot be relieved— 
much less cured—by any spasmodic 
applications of remedy such as is 
planned in this instance by its wide- 
a-wake sponsors. You can’t undo 
results of mary years in one short 
month. 


I am nursimg a further secret 
hope that the present effort is a 
trial balloon, as it would be diffi- 
cult to convince the most hardened 
that the executive accumen respon- 
sible for all the amazing results 
in the automobile industry is not 
fully responsive to the need of sub- 
stantial junking measures which can 
accomplish the desired results with- 
out undue disturbance of both pro- 
duction and sales market equili- 
brium. 

Intelligent and whole-hearted 
dealer co-operation, I believe, can be 
assured in this trial movement, as 
being restricted to Chevrolet spon- 
sorship, it is reasonable to expect 
that better control of its functions 
can be exercised. 


It is, however, not to be expected 
that the plan now being tested will 
be the one that shows all the de- 
sired ends of an ideal marketing 
situation, but it is a forward-look- 
ing answer to an outstanding need 
of the industry and can lead to 
marketing practices which will 
eventually place the expense burden 
of a junking program where it 
rightfully belongs — on the car 
owner. 

This phase and its resulting bene- 
fits to the car owner direct is de- 
tailed in the “mortality stabilization 
plan” I proposed to the organiza- 
tion now sponsoring the present 
effort. 

Sales Management recently pro- 
posed “enforced obsolescence” and 
invited suggestions which might be 
applied to the stimulation of capital 
goods sales. The automobile lends 
itself to such a plan because of the 
trade-in sales methods used, but it 
would necessarily have to be in a 


more acceptable form to the car 
owner to realize on its potentiali- 
ties for all concerned—John F. 
Sherlock, Sherlock & Arnold, Inc., 
Business Analysts, New York, N. Y. 


Wants Booklet 


We are interested in securing the 
booklet “Profit With Every Sale.” 
Will you advise us where we can 
secure same. 

The articles written by Mr. Mc- 
Michael certainly hit the nail on the 
head, and should be read by every 
automobile dealer and their sales- 
men. 

We take this opportunity to ex- 
press our appreciation of your 
paper, as it is read with interest by 
many members of our organization. 

Yours for a continued successful 
1936, I am—J. J. Conroy, Doyles- 
town, Pa. 

EpiTor’s Note: Booklet may be 
obtained from the Michigan Auto- 
motive Trade Assn., Detroit, Mich. 


Ardent Reader 


Just by way of introduction, if 
you think we don’t read your “darn 


(Continued on Page 30, Col. 2) 


AS OTHERS 
SEE IT 


Farmers Can. Be Paid 


There need be little concern as 
to the payment of money due to the 
farmers under the contracts made 
with AAA. 

If Congress could legally appro- 
priate, as it did last summer, a 
large sum of money to pay what the 
United States did not either legally 
or morally owe to the Minnesota 
fire claimants, it can as easily ap- 
propriate the money to pay what 
the United States morally owes the 
farmers on their contracts. 

As a matter of fact it is largely 
true to say that Congress can pretty 
generally refuse to pay what it 
owes or elect to pay what it does 
not owe, according to its good pleas- 
ure, at the time it does either. 

It is a safe wager at this time 
that the farmers will get their 
money—Wall Street Journal. 
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” Here’ © Why They're Talking About 


HUDSON ann TERRAPLANE 


498 New Dealers Since New Car Announcements 


Since the announcement of the 1936 Hudsons and Terraplanes, 498 expe- 
rienced dealers have surveyed the industry and changed to Hudson and 
Terraplane. These men... many of them the leading dealers of their 
communities . . . know the advantage of selling cars that are increasing so 
rapidly in popularity among all classes of buyers. After seeing what is 
happening, and knowing what is going to happen in 1936, they’ve picked 
Hudson and Terraplane as their best profit opportunity. 


Retail Sales 124% Ahead of 1935 Announcement Period 


In the 12 weeks after the 1936 announcement, retail sales gained 124% over 
the first 12 weeks of 1935 models. And week by week, Hudson and Terra- 
plane retail sales in December ran close to or equalled the big selling weeks 
of last April—the best April weeks in years. January records are falling, 
to o—retail sales during the first week made it the best New Year’s week 


since 1929, 


Getting More and More of the Market 


Hudson and Terraplane are gaining a larger and larger share of sales of 
all makes of cars. December registration figures, in city after city, show 
substantial gains on competition. As a noteworthy example, in Detroit, 
where buyers get their comparisons of all cars first hand, Hudson and 
Terraplane more than doubled the share of the business they had averaged 
for the first eleven months of 1935. Retail deliveries for November and 
December totaled 1,053 cars, exceeding all but four makes of low priced cars. 


What Does 1936 Hold for You? 


There are two sure guides to the desirability of a line of cars—what expe- 
rienced dealers think of it .. . and what the public thinks. The facts above 
show what both think of the 1936 Hudsons and Terraplanes. The nearest 
Hudson and Terraplane distributor can give you many more facts applying to 
your own community. Or write the factory and we'll arrange the introduction. 


HUDSON MOTOR CAR COMPANY 


DETROIT, MICHIGAN 





ciated by the prospect. 


anon keds oeeiet aguante 
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Do You Buy Used Cars or Are They Sold to You? 


McMichael Gives Salesmen 
Some Merchandising Tips 


By S. W. McMICHAEL 
Secretary, Michigan Automotive Trade Assn. 


Detroit, Jan. 10.—Salesmen at the outset should effec- 


tively sell the value that is in the new car so that the rela- 
tive values of the new and the old car will be fully appre- 


Should the question of “allowance” for the used car be 
introduced by the prospect before the sales canvass and 
demonstration are finished, under no circumstances should 
the salesman express an opinion of price, otherwise the 


new car prospect will 
dumb and blind to the new car 
canvass; his mind and conversa- 
tion will be centered on the price 
he is to receive for his old car 
It is better for the salesman to 
tell his prospect candidly that he 
(the salesman) will carefully ex- 
amine the old car and ascertain 
its value after the prospect has 
definitely decided which make of 
new car he and his family want. 
It is important at this time to 
qualify the prospect to trading 
with the company on an equitable 
basis inasmuch as it is the com- 
pany’s policy to treat their cus- 
tomers on that basis. 


Prove Value 


Salesmen should bear in mind 
that prospects do not know the 
market worth of their used cars. 
Invariably they have an exag- 
gerated opinion of their commer- 
cial worth to the dealer. Con- 
vincing evidence of this value 
must be shown and proved to 
them, otherwise prospects will 
not accept the allowance conclu- 
sions to which the salesmen must 
ultimately lead them. When the 
“allowance” is under discussion, 
salesmen must maintain a polite 
but positive attitude. The pros- 
pect has a perfect right to ask 
any price he wants for his car. 
It is the salesman’s place to sell 
the allowance. At no time should 
the salesman inquire of the pros- 
pect the price he wants or ex- 
pects for his car. Invariably the 
prospect will mention a high fig- 
ure; the more often he voices 
this opinion, the stronger be- 
comes his conviction that he 
should have the sum mentioned. 
Should the prospect (unsolicited) 
ask an unreasonably high allow- 
ance for his car, salesmen should 
not show irritability nor impa- 
tience—the salesman who loses 
his temper is “licked.” 

As the wide difference in auto- 
mobile dealer’s allowances are 
confusing to prospects, they 
should be given a satisfactory ex- 
planation of the reason or rea- 
sons that either permit or com- 
pel the “long trader” to purchase 
the used car for a higher price 
than he can realize on its resale. 
Otherwise, the prospect will ques- 
tion the dealer’s motive and in- 
tegrity who offers a fair price 
for the car but which in com- 


oe eee 


parison to other appraisals may 
appear low. 


Must Convince Prospect 


The salesman must convince 
the prospect that the market on 
used cars is well established and 
the current local selling prices 
are as familiar to one automobile 
dealer as to another. If the pros- 
pect is persuaded to believe that 
the high offer or overallowance 
for his old car is justified because 
the dealer making the high bid 
is a better used car salesman, he 
will naturally think he is saving 
money by taking advantage of 
the high bid. Many prospects 
do not know that some manufac- 
turers raise the list price of their 
automobiles in order to give their 
dealers a high discount to en- 
able them to make long trades. 
There are other reasons that in- 
duce dealers to overallow—advice 
of a drop in price, the advent of 
a new model, a product that for 
some reason does not have pub- 
lic acceptance compel sacrifices. 

As it is an established policy 
of reliable dealers not to consider 
the sale of a car as completing 





the transaction between the new 
car buyer and the dealer but as 
establishing a new obligation on 
the part of the dealer to see that 
the car owner gets the maximum 
satisfaction from the car’s use, 
salesmen should emphasize the 


Detroit Free Press Starts 


$1,000 Used Car Sales Contest 


which must be signed by 


Detroit, Jan. 10.—As a construc- 
tive and co-operative move to 
promote used car sales here, the 
Detroit Free Press has inaugur- 
ated a Used Car Sales Contest in 
which $1,000 in cash will be paid 
to the used car salesmen of the 
metropolitan area. 

The contest will run from Jan. 
12 to Feb. 9 and prizes will be 
awarded on the basis of the 
largest dollar volume of sales. 

Any salesman selling used cars 
for any new or used car dealer 
within a 20-mile radius of the 
City Hall is eligible to partici- 
pate. Each salesman will be 
credited only with the retail sales 
he has made. Sales must be reg- 
istered at Contest Headquarters 
within three days after completion 
on the verification blank fur- 
nished by the contest committee, 


the 
employer of the salesman. 


Awarding of the prizes will be 
as based on the dollar volume 
sold by the salesman during the 
period of the contest. In case 
of a tie for any prize the amount 
will be equally divided among the 
winners or the winner selected by 
lot as the committee may decide. 


First prize is $250; second, $150; 
third, $75; fourth, $50; and fifth, 
$25. There will be five prizes of 
$10 each and 80 prizes of $5 each. 

The contest committee will con- 
sist of: H. H. Shuart, manager 
of the Detroit Auto Dealers Assn., 
Dan Courtney, 1 L. Funston, 
James Geclds, S. W_ Perkins, 
Louis Rose, Russ Walker, Gordon 
Shaw, Ben Simpson, Stan Sullivan 
and Edward Taylor. 


Profit With Every Sale 


This is the fourth article in a series on retail selling and 
how to make it profitable that will interest every dealer and 
retail salesman in the industry. 
W. McMichael, secretary of the Michigan Automotive Trade 
Assn., who has a wide background of merchandising ex- 
perience, both as a dealer and as a factory sales executive. 

McMichael discusses the problems of the dealer today and 
provides a host of suggestions for solving those selling prob- 
lems, which can be controlled by the dealer. 
tions, if put into effect, will do a great deal to improve the 
position of both dealers and retail salesmen and will make 
them both more profitable operators. 

Convinced that the dealer and the retail salesman are 
standing on the threshold of a major change in the indus- 
try, McMichael has analyzed their problems and provided the 
solutions in a booklet entitled “Profit With Every Sale.” 
The fourth installment, “Do You Buy Used Cars or Are 
They Sold to you?”, appears on this page. 


Elepeeseete i aetleeree <a aeeee et 


nase REN ces owe 


USED CARS 


R. W. RUDDON, general manager and Samuel Fitzpatrick, export manager of the Federal Motor 
Truck Co. wish Frederico Guajardo, distributor, Good Luck as Senor Guajardo starts his long journey 
to Mexico City with a large truck caravan, 


value of the company’s service 
equally with sales. 

In setting up in simple dialogue 
from the following “frame work” 
on which salesmen can build a 
“technique” for purchasing their 
prospect’s “trade-in” car, it is un- 
derstood that the suggestions and 
arguments here presented are in 
no sense intended as “cast iron” 
sales talks to be used on any and 
all occasions. The purpose of 
the “set-up” is to inspire sales- 
men to draw on their daily ex- 
perience and set down the best 
answers and ways of meeting the 
varying conditions of an allow- 
ance sale. It is only in this way 


The series is written by S. 


These sugges- 





automobile salesmen can become 
so familiar with the subject that 
they will develop self-reliance and 
confidence when closing deals. 
Public Relations Count 

The arguments advanced in the 
dialogue presented are not orig- 
inal but have been contributed 
by salesmen in the field who 
were recommended by their em- 
ployers as being unusually suc- 
cessful in the capacity of “pur- 
chasing agents.” 

The Michigan Automotive Trade 
Assn., acting as a clearing house 
for the exchange of information 
to help increase dealer profits 
and salesmen’s income, believes 
that all members of the retail 
industry are “interdependent”— 
that looking at the retailer’s in- 
terest in its broadest aspects, par- 
ticularly as it is affected by the 
purchasing of used cars at profit- 
able prices, these interests can 
be served best by co-operative 
action, and exchange of ideas. 

In view of this situation, it can 
be seen that the automobile sales- 
men’s real problems then are not 
so much local competitive rela- 
tions, as many think, but their 
relations with the public that 
make for success or failure. In 
this regard, as displeasing as it 
may sound to many salesmen, the 
solution to the problem is train- 
ing and education. 


Federal Truck 
First Over 


Detroit, Jan. 10.—Making use 
of the new international highway 
from Laredo, Tex., to Mexico 
City, Mex., which is rapidly near- 
ing completion, a driveaway cara- 
van of 28 new Federal motor 
trucks is now en route to Mexico 
City, after leaving the Federal 
factory here recently. Frederico 
J. Guajardo, Federal’s distributor 
at Mexico City, is in charge of 
the driveaway. Upon arrival the 
caravan will have completed a 
journey of 2,900 miles, the route 
taken being as follows: Detroit, 
Toledo, Indianapolis, Memphis, 
Texarkana, Dallas, San Antonio, 
Laredo, Monterrey, C. Victoria, 
Tamazunchale, Zimapan, Mexico, 
dD: P. 


This is said to be the first 
caravan to use the new route, 
which is now nearing its final 
stage. All of the bridges crossing 
the rivers from Laredo, Tex., to 
Mexico City have not yet been 
completed, but there will be 
no difficulty in getting the drive- 
away across these rivers, as pon- 
toons have been arranged for. 
Another difficulty to be encount- 
ered is certain places in the 


Estimate Sales 
In San Antonio 


At $15,000,000 


San Antonio, Tex., Jan. 10.—W. 
F. Brogan, chief of the motor li- 
cense division of the tax assessor- 
collector’s office here, estimated 
that Bexar County citizens spent 
more than $15,000,000 for auto- 
mobiles during 1935 


At the close of the year’s busi- 
ness Tuesday noon, Dec. 31, Bro- 
gan said that his division had ex- 
perienced “more activity during 
the year than in any year since 
1929.” 

At noon on Dec. 31 there had 
been 6,920 new automobiles reg- 
istered. In addition there were 
1,192 trucks, making a total of 
8,112 new vehicles. At an aver- 
age price of $1,000, the machines 
were valued at more than $8,000. 

“There were 36,038 transfers of 
used machines,” Brogan added, 
“which, at an average price of 
$200, would mean a turnover of 
more than $7,000,000. “Although 
official figures on the transfers 
for 1934 were not available at 
the moment, he said the transfers 
in 1935 far outnumbered those of 
the previous year. 

“New machines, automobiles and 
trucks, purchased during i934 
totaled 6,479, including 5,181 cars 
and 1,298 trucks,” Brogan added. 


Driveaway 


New Highway 


mountains where the roads are 
not as wide as they will be even- 
tually. However, the band of 
motor truck pioneers has little 
fear of reaching its destination 
safely, since most of the drivers 
have already traversed the route, 
traveling to Detroit by motor bus. 

In driving away the trucks 
from Detroit to Mexico, the ve- 
hicles were double decked, that 
is, each truck carried another 
truck on its back. When these 
trucks arrive at their destination 
they will be placed in two kinds 
of service. The smaller trucks, 
having a carrying capacity of 1% 
tons will be used in bus service 
between Zochmilco and Mexico 
City. Zochmilco, a suburb of 
Mexico City, contains the famous 
floating gardens of the Aztec In- 
dians. The remainder, which have 
a carrying capacity of three tons 
payload, will operate between 
Mexico City and Vera Cruz, a dis- 
tance of 250 miles. They will be 
used for hauling freight of all 
kinds 


Minneapolis Dealers 
Expect Big Bonus Market 


Minneapolis, Minn., Jan.’ 10.— 
Minneapolis automobile dealers 
are eying a potential new mar- 
ket of $5,500,000 in cash. 

Approximately that amount in 
cash bonus payments is expected 
to be given to 10,000 World War 
veterans in Minneapolis early this 
spring 

Veterans authority say there 
are approximately 3,522,000 certi- 
ficates in force in the United 
States, 52,000 in Minnesota and 
10,000 in Minneapolis. Their aver- 
age maturity value is approxi- 
mately $950. 

Thus, the full face value ot all 
certificates would be about $52,- 
000,000 and the value of the Min- 
nesota certificates about $9,- 
650,000 

Six out of every seven veterans, 
however, have borrowed against 
the certificates for the full half 
of the face value permitted by 
law 

This accounts for the reduc- 
tion in the amount. veterans 
would receive if the casb bonus 
is paid. 


New Water Pump 

Cincinnati, O., Jan. 10.—Announce- 
ment has been made by Aluminum 
Industries, Inc., of the new Permite 
Seal-Pack Water Pump for the re- 
placement trade. 

In the new pump the ordinary con- 
ventional packing is replaced by the 
patented Permite Bakelite Seal. The 
pump is already in production for 
Ford Model A, Chevrolet and Olds- 
mobile. Production of additional 
numbers for other current models 
will follow rapidly 
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nothing is ever 
PER FECT 


- 


For 1936 we offer what we 
think is the finest car in Ford 
history. But no car is ever con- 
sidered perfect and finished as 
far as Ford engineers are con- 
cerned. Once a year we intro- 
duce new models—since that 
is the custom—but constantly 
we make improvements in our 
car, for that is our lifelong 
habit. We don’t wait for Show 
time to make a better car. 

Proof of this is the present 
Ford V-8. In basic design it is 
almost the same as when intro- 
duced four years ago. But in 


performance and economy 


there is no comparison between 
the 1932 and 1936 cars. 

Ford engineers do not work 
with yearly models in mind. 
The Ford Motor Company does 
not wait for introductory dates 
to incorporate improvements. 
As soon as exhaustive tests 
prove that a new material is 
better, into production it goes. 
When new machining processes 
or new inspection methods are 
proved superior, in they go also. 

The purchasers get the ad- 
vantage of all improvements 
as soon as we are certain that 


they are improvements. 


Ford Motor Company 


<> 





New York, Jan. 10.—’Way down 
upon the Hudson River sales are 
picking up a bit and wordage is 
improving, even though we have 
been enjoying no birthday party 
or winter resort weather. An 
“emergency conference on auto- 
mobile dealers’ profits” was held 
Wednesday for members of the 
Automobile Merchants Assn. of 
New York by representatives of 
the National Automobile Dealers 
Assn. 

John R. Walker, executive vice- 
president of the National Assn. of 
Sales Finance Companies, started 
off the meeting with a talk on the 
subject, “No Profits, No Dealers.” 
His exposition of that tragic 
truism was followed by “Sales 
Profits Are Possible,” discussed 
by William B. Burrus, and “Pro- 
fit Problems beyond Dealers’ Con- 
trol Can be Solved,” backed up by 
Edward Payton and suggestions. 

The regulation and licensing of 
outdoor advertising along rural 
highways was recommended by 
Gov. Lehman, in his message to 
the New York State Legislature, 
for the preservation of beauty and 
the increase of highway safety. 
A number of legislators have in- 
troduced pro-safety and compul- 
sory insurance measures, all of 
them seemingly trial balloons 
with the boys jockeying for posi- 
tion, air and votes. One of the 
automotive bills proposes the 
plain marking of “rethreaded” 
tires, and another would have 
compulsory inspection of all auto- 
motive vehicles, no matter in 
what state they are registered, 
for safety’s sake, with stars of 
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Things Are Picking Up Way Down on the Hudson 


Mountsier Says | Sales Gain 


As Dealers Hold Conference 


By BOB MOUNTSIER 


different colors to be pasted on 
the windshields — presumably so 
the drivers can see stars. 


The Glidden Buick Co., Buick 
dealer in Manhattan, received 
orders for 926 new Buicks dur- 
ing the four months from Sept. 
1 to Dec. 31, and that’s 65 
more than were ordered during 
the first eight months of the year. 

C. A. Esslinger, branch mana- 
ger at the Ford plant in Edge- 
water, N. J., and his assistant, C. 
H. O’Donohue, have held dealer 
meetings this week in New York, 
New Jersey and Connecticut in 
regard to the new “$25-a-month” 
plan for financing retail pur- 
chases of Ford V-8s. 


Motor Men in Society 


The New York State .Motor 
Truck Assn. will entertain itself 
with food and a showing of '36 
feminine models at the Hotel 
Pennsylvania on Feb. 13 . 
Charles F. Kettering, automotive 
autobiographer, is going to step 
out with the New York State 
Bankers Assn. on Jan. 27... Al- 
fred J. Brosseau, president of 
Mack Truck, is planning an air 
tour of South America with Mrs. 
B. now that he has functioned as 
best man at his stepson’s wedding 

. . Among those present at the 
ceremony in Greenwich, Conn., 
were Alfred Reeves and John J. 
Raskob. 

Chevvie Comes to Town 

There arrived in town the other 
day with police escort and City 
Hall reception that Chevrolet 
truck completing a coast-to-coast 
safe-driving road test to demon- 


SO A ATT ATT 


“Even If Something Went 
Wrong it COULDN’T DROP... 


...lLhat’s Why 
I Bought a MANLEY” 


@ Read what a busy service 


station owner says: “I watched 
a Manley Lift being used in a 
garage since 1927. They 
never had any headaches over 
it. They never had any 
trouble with it. It never 
failed to work right. That’s 
why I just bought one. It’s 
safe and fast. 


“My new Manley Lift will 
handle the biggest Packard I 


* Name on request. 


want to put on it—and do it 
safely and quickly. I need 
fast action and I like the sur- 
plus power. It’s safer.”* 


Countless service station own- 
ers feel the same way. The 
Manley Lift is locked in posi- 
tion by oil and air. It’s safe. 
It’s easy and convenient to 
work with and under. Ask 
your jobber’s salesman to tell 
you why. 


MANLEY MANUFACTURING DIVISION 


of the Arn erican Chain Cornpany, Ine. 


York. 


Pennsylvania 


In Business for Your Safety 


ENS Bh Geen 


SOU ea as 


MOUNTSIER 


CUSTOM PANEL delivery body, mounted on 1936 Terraplane commercial chassis, capacity % ton, 


wheelbase 115 inches, 


strate that it is economical from 
the standpoint of operating costs 
to drive within the legal limits. 


Said truck was used as a trac- 
tor to haul a semi-trailer on 
which was loaded a_  10,000-lb. 
concrete block, the weight limit 
imposed by some states through 
which the outfit passed. The 
Chevrolet truck rolled up about 
3,500 mile during an approximate 
running time’of 130 hours. The 
legal speed limit was never ex- 
ceeded. Performance figures, to 
be released later, are understood 
to be very good in spite of in- 
clement weather during a part 
of the trip and some stiff grades 
in mountain and hill sections on 
the run. 


Harry Hartz, former race 
driver, who says he has “traveled 
as fast as any living American,” 
was in charge of the run. Stanley 
Reed, as representative of the 3-A 
Contest Board, which sanctioned 
the test, observed and checked the 
truck for stock specifications and 
fuel consumption. 


Safety by Tabloid 


New York got up the two morn- 
ings after New Year’s Eve to 
have yelled at it in big front 
page headlines, “Autos Kill 36,- 
000” and “New Year Auto Death 
Toll 65.” 


It was a tabloid, Daily Mirror, 
starting its safety campaign, to 
the accompaniment of large type, 
photographs of trucks and pas- 
senger cars smashed in accidents 
and pictures of the Governor, the 
Mayor, bus drivers and others 
signing the newspaper’s pledge to 
“drive more carefully” plus seven 
other promises. 


In another day’s issue New 
York State’s motor vehicle com- 
missioner, Charles A. Harnett, 
was featured with the statement 
that he is “backing plan to give 
special license plates in 1937 to 
those who go through 1936 with 
clean records.” 


Harnett and Governor Lehman, 
by the way, still wants governors 
—not the political kind, or are 
they?—put on all automotive ve- 
hicles. 

Truck Straw Vote 

As a “dear reader” of The Lit- 
erary Digest I have received one 
of that weekly’s “straw vote 
ballots,” but this one doesn’t have 
anything to do with the New 
Deal, so far as I can see, unless 
you’ve got one of those—going, 
going ... —AAA to XYZ jobs. 
This is a “straw vote” on motor 
trucks, with the idea being to 
find out, whether you’re for or 
against ’em, but how many you’re 
with or without. ° 

Here’s the way the postcard 
ballot goes: 

“Motor Truck Users—Just a 
Moment Please. 

“Does the business or indus- 
try in which you are engaged 
operate a Motor Truck? 

“How many Motor Trucks? 

“What type? Light ... Medium 


“Kind 
tion 


of business or occupa- 
please check: Agriculture, 


Manufacturer, Wholesale or Re- 
tail, Transportation, Government 
—State, City. 
“Position 
check: Owner, 
President, Manager, .. . 


Speed and Speedway 

Winter may be here, but spring 
can’t be far away, for the out- 
door signs are to be found in the 
indoor dope about next season’s 
speed stuff. 

First we had the New Year’s 
Indianapolis Speedway card of T. 
E. Myers, who runs the big show 
out there. “At the turn of the 
year,” says popular Pop, with 
pictures “may you be— 

“Heading away from the old 
wall (with a car doing just that.) 

“Breaking up the old track 
(with a steam shovel performing 
that function).... 


“Rounding the turn at a new 
angle (and there it is).... 


“Toward a safer and smoother 
course in 1936 (you can see it 
with your own eyes.)” 


This year for the first time the 
Edenburn Memorial Trophy will 
be raced for at Indianapolis on 
Memorial Day of course ...I 
hear that a certain branch of our 
Government has released a big 
engine to Ab Jenkins for a speed 
attempt out on that Utah dry 
salt bed to bust Sir Malcolm 
Campbell’s record of 301 m.p.h. 

. . Daytona Beach has offered 
$10, 000 to anybody who will break 
Campbell’s record down on its 
Florida sands. 

George Eyston, British race 
driver and record breaker, says 
that “in all probability” he will be 
returning to Utah this summer to 
attempt to set up some new rec- 
ords on the salt .. . Lou Moore 
and Harlan Fengler have at 
least on paper the Yankee Doo- 
dle, a car which would be equip- 
ped with 12-cylinder pancake 
power plants, each generating 
2,000 hp, one driving the front 
wheels and the other the rear 
, . Far be from me, to poach 
on Mel Adams’ polo pony-power 
preserves, but the Chicago Motor 
Club has been considering active 
participation in the promotion of 
auto races out in the Windy City 
region this coming season, 


you occupy—please 
President, Vice- 


Minn. Deadline 


Minneapolis, Minn., Jan. 10.—Al- 
most 75 per cent of the trucks 
operating in Minnesota in inter- 
state business have failed to comply 
as yet with new federal regulations 
and will be ruled off the state’s 
highways unless they rush through 
compliances in the next 10 days, 
according to Walter J. Dunden of 
the highway traffic bureau. 

However, representatives of about 
5,000 motor freight transport opera- 
tors will meet Thursday in the state 
office building to make preparations 
for permits to operate under the 
new federal motor carriers’ act. 

The meeting of the truck opera- 
tors was called by Col. Frank W. 
Matson, chairman of the Minnesota 
railroad and warehouse commission, 
in response to requests received 
from John L. Rogers, director of the 
bureau of motor carriers of the 
Interstate Commerce Commission. 


The engine is 88 horsepower, with 100 horsepower optional. 


U.S. Exports Up 
$75,000,000 In 
November, 1935 


Washington, Jan. 10.—The value 
of exports of merchandise from: 
the United States jumped $75,000 
000 in November, according to 
statistics made public by the 
Commerce Department this week 
For the 11 months ending with 
November the increase was only 
$96,000,000. 

The exact figures were: $268,- 
310,247 in November, 1935; $194, 
711,633 in November, 1934. Eleven 
months ending with November 
1935, $2,058,355,857; corresponding 
period of 1934, $1,962,146,688. 


Pontiac Doubles 
Production And 
Sales in 1935 


Detroit, Jan. 10.—“One of the 
most important pieces of news in 
the 10 years of Pontiac Motor Co 
is the doubling of both sales an:! 
production of Pontiac automo- 
biles in 1935 over 1934,” says H 
J. Klingler, president, in report 
ing the rapid increase in the pub 
lic acceptance of the company’s 
six and eight-cylinder cars dur- 
ing the last 12 months. 


Retail sales in the United States 
increased from 72,877 units in 193. 
to 147,044 in the year just ended 
which is a gain of 101.8 per cent 
Hundreds of dealers in every 
part of the country report thai 
their Pontiac business has 
doubled and tripled. 

Pontiac has established records 
for production and sales in 193. 
that have been exceeded only once 
since its original announcemeni 
10 years ago. 

“I believe that Pontiac sales ir 
1936 will equal or pass the 226,- 
000 point, which will mean an all- 
time mark,” Klingler said. 


“Already the company has got- 
ten away to a flying start for 
this year with record-breaking 
sales of 1936 cars during the last 
three months of 1935 as a mo- 
mentum getter. 

“The figures given thus far 
cover retail sales only. Factory 
production has made an equally 
good showing. Total world pro- 
duction of Pontiac cars in 1935 
was 119.6 per cent above the year 
before with a total of 181,168 cars 
compared with 82,496 for 1934. 


“Domestic production jumpec 
from 77,218 cars in 1934 to 165,215 
in 1935, or an increase of 88,118 
units. Pontiac export business 
showed a gain of 233.6 per cent 
with 9,932 cars last year and 
2,977 the year before. Canadian 
business forged ahead 156.4 per 
cent with a total of 5,900 car: 
turned out in 1935. 

“Pontiac has taken its biggest 
step forward with marked im. 
provement in every department 
of the business.” 





@ Most publishers edit their magazines exclusively for the White Collar homes (35% 
of urban America). As a result, there are usually enough magazines there for every 
member of the family. A weekly magazine for father, a women’s magazine for mother, 
monthly magazines for son and daughter. 


@ But one publisher edits a magazine deliberately for the Wage Earner homes (65% of 
urban America). In True Story homes, True Story is generally the only major magazine 
found. Mother looks upon True Story as a service magazine; the young folks like it as a 
general monthly; father gives True Story all the exclusive attention of a man's weekly. 


@ Select from the big field whichever magazines you think best to cover the 
primary prospects in the 35% White Collar homes. But before adding other 
magazines which simply pile up secondary sales influences in these same White 
Collar homes, select True Story to do the combined weekly, monthly, and women’s 
magazine job among these Wage Earner families who can’t be reached regu- 


larly with any other magazine — and whom you well know to represent the 


——— ee )SOmajor market for automobiles today. 
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cents a gallon. It is almost Omaha Dealers Help | are offering an advisory service 


. * e 
i i - to persons wanting to buy cars 
Tax Relief for Motorists eee Oe er ee Hesitant Delinquents | but who might hesitate because 


New York, Jan. 10.—Congress 
and eight of the nine state leg- 
islatures that met in regular ses- 


duced at the session to change 


the date for registration of motor} Omaha, Neb., Jan. 10.—Taking | °f delinquent taxes. 


the association advertised early 
in January, informing the poten- 
tial buyers that “If your taxes are 
delinquent, do not hesitate to buy 
your new or used car from mem- 


done by Maine, New Hampshire, | portunities offered by a new state 


os ‘ Vermont and Connecticut. law which compels car owners 
met Jan.1. A majority of the legis- to present a receipt that their 


lators recently elected, who have In Rhode Island, a ‘aon past year’s taxes on the vehicle 
expressed their opinion, have/|ture convened Jan. 7, the Rhode have been paid, or to present 


| 
To Engross Lawmakers vehicles. This has already been] advantage of merchandising a Twenty-one member firms of 
| 
| 
| 


sion during 1936 will convene in 
January for regular sessions, and 
there are indications that most of 
them will consider legislation af- 
fecting the interest of motorists, 
particularly tax reduction. 

Congress opened its’ session 
Jan. 3, but if the President carries 
out his announced program for a 
short session there is little like- 
lihood that any important legis- 
lation affecting motorists will be 
considered. 

Kentucky’s legislature convened 
Jan. 7, with a new governor, A. 
B. Chandler, in the state house. 
Governor Chandler was elected on 
a platform that would reduce 
motor taxes, and sentiment is 
strong for a lower gasoline tax 
than the five cent state levy now 
in effect. 

New Year’s Day will signalize 
the opening of the Massachusetts 
legislature. It is certain that a 


come out against diversion of| Island Motor Tax Assn. is fight- proof that they owned ‘no car| bers of this association. We are 
motor vehicle fees and taxes from | ing against a proposal that has | when the assessor made _ his| prepared to assist you in adjust- 
highway use, and favor elimina- | recently been made to divert part | rounds, before the 1936 license| ing your personal property tax 
ltion of the state’s emergency | of the gasoline tax to other pur-| plates can be secured, members | matters without any cash outlay 
gasoline taxes totalling two | poses. of the Omaha Auto ‘:rades Assn.| on your part.” 


AN Gado Show FOR 





bill will be introduced there which 
would change the motor vehicle 
registration date from Jan. 1 
where it is at present, to Apr. 1. 
Deferred registration has been 
successful in other states in in- 
creasing revenue from the gaso- 
line tax through increased con- 
sumption of gasoline. 

In Mississippi, where the regu- 
lar legislative session opened Jan. 
7, Governor-elect Hugh White 
favors tax relief for motorists, and 


FARM-STATE AREA YOU 





automobile groups in the state are 
attempting to have the present | 
six cent state tax reduced to four 
cents. There is also talk of elimi- | 
nating the refund provisions from 
the gasoline tax law, to prevent or | 
cut down evasion of this levy. 
The New Jersey highway de- | 
partment has joined motorists in | 
their fight against diversion of 
highway funds, and it is expected 
thet diversion will prove one of 
the storm centers of the session 

which opens on Jan. 14. 
he New York state legislature 


Track Changes 
Interest Fans 


Indianapolis, Ind. Jan. 10.— 
Reconstruction of the two and one | 
half mile brick and concrete 
Saucer at the Indianapolis Motor 
Speedway is causing as much 
curiosity among racing fans as 
it is among the pilots of the fast 
cars who will compete in the an- 
nual 500-mile race here in May. 

Although the seat sale—the 
longest in the history of sport— 
does not open until Jan. 13, there 
already is an increase of more 
than 100 per cent over last year 
in the advance demand for ducats. 

And nearly every order for seats 
comments on the changes in the 
track, evidencing a lively interest 
among the fans in a subject that 
has kept the racing drivers in a 
furor since the last race. 

The drivers are divided on the 
speed possibilities of the recon- 
structed track. One group con- 
tends the race will be run faster. 
Another contends that it will be 
slower because of gasoline re- 
Strictions. But they all agree that 
the track will be safer and afford 
more spectacular competition, es- 
pecially on the turns which have 
been widened and which now are 
built so that several cars may 
ride through them side by side. 

Orders for seats began arriving 
the day after the 1935 race which 
was won by Kelly Petillo, some 
of them placed in the mail be- 
fore the 1935 race was over. These, 
of course, were from dyed-in-the- 
wool fans who demand certain 
seats which strike their particular 
fancy. 








Collections Up 
Atlanta, Ga., Jan. 10.—Fuel oil 
tax collections for 1935 totaled $15,- 
771,722.52, as compared with $14,- 
304,590.39 in 1934, according to 
State Auditor Tom Wisdom. The 
motor vehicle license tax yielded 
$1,244,048.65 compared with $1,190,- 

236.48 in 1924, it was stated. 


§! e+" ALL-FARM AUTO 
SECTION Going to over |,100,000 


Farm Homes...in the 5 State Farm Papers 
76% OF AUTO DEALERS RECOMMEND 


BARELY a month from now a special sec- appear in the five State farm papers which 
tion in the Midwest Farm Paper Unit will 76% of rural auto dealers say is most in- 
do in over 1,100,000 farm homes, the same fluential withthe farmers of their communities. 
thing it took a dozen costly AutomobileShows Manufacturers have never had an oppor- 
to do, in the cities in November. tunity to stimulate their rural dealers to such 
The new 1936 models are going to be pre- paying activity! Their own local “Auto Shows” 
sented to the farmers with an intensive inter- in the show rooms may expect two to ten 
est-awakening drive such as has never been times the attendance—two to ten times the 
turned on farm car buyers before. interest and understanding, if they are tied up 
The opportunity this ‘Auto Show”’ presents to this printed “‘Auto Show.” No support you 
to car manufacturers is almost immeasurable! can give them could be more timely and 
It will appear at the one time of year when powerful. 
all farmers have time to read and to visit show Make your new-car announcement one of 
rooms. It will go to over 1,100,000 farm the “‘exhibits’’ of this fagm Auto Show. Re- 
homes in America’s richest farm area. It will serve 20W. 





St. Paul, Minn., Jan. 10.—Details 
of an intensive 1936 safety pro- 
gram planned by the Minnesota 
Public Safety committee were 
described today by A. V. Roh- 
weder of Duluth, chairman. 
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Intensive Safety Program 
Planned by Minnesota 


Minnesota in 1935 which is 52, or 
12 per cent, less than were re- 
corded in 1934. 

Governor Floyd B. Olson will 
award plaques to three cities and 
three counties having the least 


on fatal accidents, the mishaps 
being analyzed preparatory to 
recommendations. 


The committee will make 
monthly tabulations of fatal acci- 
dents and, following analysis, 
issue recommendations at the end 
of the year. 


All cities and counties will make 
monthly accident reports to the 
committee on forms devised. by 
the National Safety Council. 


education program in public and 
private schools. 


Safety education will be carried 
on through contests for school 
children, newspaper and radio 
publicity, and the display of safe- 
ty posters. 


Commending the safety com- 
mittee members and the public 
at large for their co-operation 
with the work of the central 
committee in 1935, Rohweder ex- 
pressed the opinion that educa- 


Rohweder also announced that 
traffic fatalities totaled 589 in 


FARMERS ONLY: 


number of traffic fatalities. 
Monthly reports will be made | establishment of a uniform safety 


Efforts will 


be continued for 


tion activity was responsible for 
the reduction in fatalities. 


WANT TO REACH (1757 


eS 2: 


PROOF-that this medium “Packs ’Em In” 


Over 28,000 cars; over 110,000 people! This picture was 
taken at the National Corn Husking Contest of 1935, 
an idea first sponsored by the Midwest Farm Paper 
Unit. Farm folks drove 100 to 1,000 miles to attend this 


Covering 77% of Farm Auto Owners 
in These 8 States... 


with a New Complete Presentation of the 1936 Cars 


Only this group of State farm papers could 
put this ““Auto Show” over. The “‘Auto Show” 
section presents the cars a new way—it shows 
the farm people what the auto industry has 
produced for farmers. 


And it tells its story to an audience that is 
practically without waste. Over 90% of farm 
homes reached by these farm papers, accord- 
ing to exhaustive surveys, own automobiles— 
and at the same time these papers cover 77.5% 
of car owners in these eight states! 


But most important of all is the buying 
power of the Midwest Farm Paper Unit’s 
1,100,000-plus farm families, The table at 
the right gives a clear picture of how new-car 


sales soared in these 8 states in 1935. But in 
1936 even these figures are bound to be 
eclipsed. These 8 states, among them, are 
sharing 44 of the total spendable farm 
income. 


The money is there now for the new cars 
farm families “‘passed up another year’ in 
1935. Farming is a year-round-income busi- 
ness these days—most of all in these 8 states 
in which grain and live stock are primary 
crops. 

Send in your space order for position in 
this special issue today; start copy through at 
once. Remember, final closing date is January 
28th—not far off. 


MIDWEST FARM PAPER UNIT 


WALLACES’ FARMER & IOWA HOMESTEAD 


THE NEBRASKA FARMER 
250 Park Avenue, 420 Lexington Avenue 
NEW YORK 


THE PRAIRIE FARMER THE FARMER 


WISCONSIN AGRICULTURIST & FARMER 
3-258 General Motors Building 
DETROIT 


6 North Michigan Avenue 
CHICAGO 


“Farmers ‘World’s Series’ of Agriculture”! What stronger 
proof could be found—both of the tremendous motor 
market among Midwest Farmers and of the influence of 
this group of local, “‘home-state” farm papers! 


COMPARE THIS 8-STATE AREA 
WITH ANY OTHER FOR 1935 
AUTO SALES GAINS TO FARMERS 
First 8 Months, 1935, over same in 1934 

8 Midwest Other40 Total 
States U. S. 
407, 
Chevrolet 
Plymouth 
Terraplane 
Dodge 
Pontiac 111% 
Oldsmobile 133% 
Buick 31% 
TRUCK SALES GAINS 
8 Months 1935 8 Months 1934 
All Trucks 
Ford 
Chevrolet 
Dodge 
International 
Source: 


Automotive 
Daily News 


NEBRASKA ws 


1548 Russ Building 
SAN FRANCISCO 


Bids Asked On 
New Ford Glass 
Melting Furnace 


Detroit, Jan. 10.—Tenders have 
been invited by the Ford Motor 
Co. for construction of a continu- 
ous glass melting furnace to be 
installed in the safety glass fac- 
tory at the Rouge Plant, Dear- 
born, Mich. The furnace will 
cost in the neighborhood of half 
a million dollars and will increase 
the capacity of the plant from 
75,000 to 200,000 square feet of 
rough plate glass per day. 
Foundations are already in place. 

This is the last major equip- 
ment order in the glass factory 
enlargement, which has been in 
progress since last March at an 
estimated total cost of $3,000,000. 

For several months, installa- 
tion of a glass grinding and pol- 
ishing line has been going on. 
The existing furnace is similar to 
the one formerly in use at the 
Highland Park plant where plate 
glass was made for the first time 
by the continuous process. The 
Rouge glass plant has been roll- 
ing rough plate glass to be 
ground and polished when ma- 
chinery is installed. The stock 
of rough plate glass now is ap- 
proximately 5,000,000 square feet. 

The production capacity of the 
grinding line is more than double 
that of the existing furnace. ‘che 
second furnace, which is expected 
to be in operation within five 
months, will co-ordinate produc- 
tion of rough plate glass to fin- 
ished safety glass. 

It is expected the grinding line 
will go into production before the 
end of February. When it does, 
the present employment of 1,100 
men in the glass factory will be 
increased to possibly 2,000 men. 

The new equipment will be able 
to provide safety glass for most 
of the vehicles produced in the 
Ford and Lincoln plants. 


Industry’s Price Policy 
Endorsed by Moulton 


Detroit, Jan. 10.—The automo- 
bile industry was cited as “a shin- 
ing example” of an industry which 
has attempted to lower prices and 
increase quality of its products 
as result of improved technologi- 
cal processes in recent years by 
Dr. Harold G. Moulton, head of 
the Brookings Institution, in an 
address before the Economic Club 
of Detroit. 

While his formal address was 
confined largely to a discussion of 
the recent Brookings four volume 
study of “The Distribution of In- 
come in Relation to Economic 
Progress,” Dr. Moulton took oc- 
casion in a later question and an- 
swer session to comment on prac- 
tical application of his conclu- 
sions. 

He cited the recent refusal of 
steel companies to raise prices as 
a step in the right direction and 
one which, if followed by other in- 
dustries, would lessen the tend- 
ency toward inflation. 

Dr. Moulton also expressed ap- 
proval of the profit sharing prin- 
cipal as a good way to raise labor’s 
real wages and thus enlarge buy- 
ing power. In discussing the re- 
lation of debt charges and prices 
he said the wider use of stocks 
instead of bonds in raising funds 
would tend toward stability, but 
added that this would raise diffi- 
cult problems as to investment of 
trust funds and existing contrac- 
tual relations. 

The problem of the marginal 
producer who lowers wages to 
meet competition of more efficient 
concerns which are lowering prices 
is one of the serious obstacles to 
practical application of the con- 
clusions reached in the Brook- 
ings studies, he said. 


One Year Grace 

Little Rock, Ark., Jan. 10 (UTPS). 
—The date for abolishment of all 
truck trailers without separate 
brakes has been extended until Dec. 
31, 1936 in order to permit truck 
owners to continue using equipment 
purchased just before the regula- 
tion was passed. Originally, the 
act was to have become effective at 
the end of this year. 
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Fear Over AAA Demise is Waning in Washington 
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(Continued from Page 1) 


original atmosphere or appre- 
hension is greatly dissipated. 
Today it is a consensus of econ- 
omists familiar with the effect 
of rural conditions upon the wel- 
fare of the automotive industry 
that while there may be a tem- 
porarily curtailment of sales, due 
to a disturbed state of public 


mind, this situation will not long| 


endure. These experts argue that 
basic agricultural conditions are 
so good that after the first flush 
of concern about the future 
farmers will remain an active 
market for automobiles, trucks 
and tractors. 


Some Repossessions 


There will probably be some 
repossessions of cars due to in- 
dividual thought that the ex- 
pense of new equipment cannot 
be borne but it is agreed on all 
hands that the government must 
find some way in which to fulfill 
its contracts with farmers who 
curtailed production under the 
AAA. This money should be 
available soon enough to make 
farmers in general fully capable 
of fulfilling their obligations, it 
is argued. 

Says one economist connected 
with the motor industry: “There 
probably will be a bump until the 
public mind recovers from appre- 
hension about the effects of the 
decision but 
month there will be a 
resurgence of confidence. 
assisted by the inevitable spring 
upswing, sales will regain 
momentum. Indeed, there 
signs that there will be a boom 
I y larger than the industry 
i eared is prepared to cope 


strong 


authority holds there is 
h disposition in some 
al minds to regard the 
-outinued battering. The Supreme 
Court is dealing out to Brain 
Trust enterprises as a personal 
insult. 


are 
says. 
South Will Not Suffer 

For instance, there are signs 
the south, particularly, will not 
suffer through the death of AAA. 
Expansion of corn and hog pro- 
duction may be somewhat slow, 
but cotton planting will not be 
held back by factors affecting 
those crops. In Texas, particu- 
larly, a big increase of cotton 
acreage is forecast and with 
Similar increases elsewhere the 
relief problem of the south will 
be curtailed. 


It is estimated that 500,000 
families suffered by the plowing- 
under campaign in 1933 but with 
the AAA decision foreshadowing 
a similar fate for the Bankhead 
Cotton Control Act, tenant 
farmers will be aided by planting 
expansion. 


not unmitigated evils, 


Sou. American Recovery 
Parallels that of U. S. 


Kenosha, Wis., Jan. 10.—Defi- 
nite strides in economic recovery 
are manifest throughout South 
and Central American countries, 
and prospects are brighter for 
North American automobile ex- 
ports in 1936, according to H. M. 
Salisbury, Nash export sales man- 
ager. 

“Recovery in the Latin-Ameri- 
can countries is moving along in 
almost perfect step with recovery 
in the United States, although in 
none of these countries has there 
been any governmental aid to 


business or relief to unemployed. | 


“From 
is no unemployment 
we know it. 
organized relief. Agricultural pro- 
duction and industry are in a 
satisfactory balance, and _sur- 
pluses are being reflected in in- 


problem, as 


creased imports during 1935 with 
| prospects of further activity in 
1936. Business outlook is more 
cheerful; confidence is more gen- 
eral. 


“Airways travel is bringing 
South America closer to the 
United States in social as well as 
commercial relations. The time 
between New York and Buenos 
Aires is now six days, as com- 
pared with 18 days by ship. Night 
flying is to go into effect shortly, 
which will cut the longest journey 
to three or four days. Travel by 
plane through the southern area 
is at an all-time peak, and re- 
fiects the oncoming business situ- 
ation.” 





within possibly a/| 
Then, | 


their | 
are | 


. Eventually even they will | 
perceive that the adverse rulings | 
he | 


Chevrolet Plan 
To Aid Dealers 
Well Under Way 


Detroit, Jan. 10.—On the heels 
of the news that Chevrolet deal- 
ers sold the record-breaking total 
of 122.301 used cars in December, 
the Chevrolet Motor Co. this 
week divulged details of a coun- 
trywide program designed to as- 
sist every dealer in keeping his 
used car inventory at a healthy 
low mark, thereby maintaining 
ideal conditions for the volume 
sale of new cars. 


This program is already well 
under way, it was announced. As 
outlined by W. E. Holler, gen- 
eral sales manager, it places at 
the disposal of all Chevrolet deal- 
ers the company’s entire resources 
of knowledge on business man- 
agement, with special reference 
to the part which used car mer- 
chandising plays in the dealer’s 
overall operation. 


Details of the program, Holler 
said, were worked out in Novem- 
ber and December, soon after the 
organization of Chevrolet’s na- 
tional used car selling depart- 
ment, and the first steps toward 
its accomplishment were taken 
Jan. 6, when H. B. Hatch and 
Felix Doran jr., assistant general 
sales managers, conducted all-day 
regional meetings at Detroit and 
Chicago respectively—the first of 
a series of similar meetings to 
be held at all nine regional points. 


These meetings, attended by 


by that of all zones in each re- 








Mexico southward there | 


There is no dole nor | 


gion, had two main purposes: 
the official announcement of the 
used car program to the whole- 
sale organization, and the instruc- 
tion of that body in its duty of 
relaying the news to dealers and 
salesmen throughout the country. 


“No sooner were the Detroit 
and Chicago regional sessions fin- 
ished,” said Holler, “than the 
wholesale personnel attending 
them dispersed to their respective 
zones, there to hold all-day meet- 
ings with the dealer-and-sales- 
man organization. The same plan 
is being carried out in all the 
other regions as fast as their 
meetings are concluded. 

“In addition, a special program 
of individual attention is being 
followed through in the case of 
dealers in the larger cities. 

“The principal item in the list 
of subjects discussed with the 
dealers is the Chevrolet co-opera- 
tive used car disposal plan, an- 
nounced Jan. 1, as a means of 
stimulating used car sales and 
retiring dangerously old cars 
from the highways. This pro- 
gram is being put into effect with 
the aid of a crew of central office 
business executives, whose col- 
lective background of practical 
knowledge about retail automo- 
tive business is probably un- 
matched in any other organiza- 
tion in the country today.” 


the entire regional personnel, and | 
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LEFT to RIGHT: Nicholas Dreystadt, Cadillac general manager; H. H. Curtice, president of Buick; 
Chris Sinsabaugh; C. F. Kettering, General Motors’ vice-president; K. T. Keller, president of Chrysler 
Corp.; D. F. Eddins, president of Plymouth; M. L. Pulcher, president of Federal Truck, and A. I. Philp, 
assistant to the president of Graham. 


By JAMES SPEARING 


Automobile Editor 
New York Times 


New York, Jan. 10.—Chris Sin- 
sabaugh had a birthday on Jan. 5 
and he was at home in Detroit. 
For the first time in steen num- 
ber of years he wasn’t in New 


EDITOR SPEARING was chair- 
man of the Sinsabaugh Birthday 
Party Committee. (Exclusive ADN 
Photo). 


York covering the annual auto- 
mobile show. That meant his 
friends could get him where they 
wanted him—and they did. About 
200 of them got him in the Re- 
cess Club in the Fisher building 
last Saturday afternoon and gave 
a birthday party in his honor. 

The affair was carried on in 
a spirit of holiday merriment, 
with much kidding, joshing and 
general high jinks, but behind all 
the levity was the serious and 
remarkable fact that automobile 
editors from New York, Chicago, 
St. Louis and other cities; motor 
executives from all the compan- 
ies, and many others connected 
in one way or another with the 
automobile and newspaper worlds 
got together with spontaneous 
enthusiasm to evidence their re- 
gard and affection for a single 
man who had done nothing to 
command such testimony except 
he himself through all his 64 
years. 

But that was command enough. 
Chris himself is sufficient reason 
for any party in his honor. And 
this report is not being written 
in the office of Automotive Daily 
News, nor under the supervision 
of any member of its staff. 

There is no space for a list of 


| Philp, 


all those who attended the party, 
but an idea of the gathering may 
be given by naming just a few 
of those brass hats noticed in the 
crowd around Chris. They in- 
cluded C. Hascall Bliss, Nash; H. 
H. Curtice, Buick; Nicholas Drey- 
stadt, Cadillac; D. C. Eddins, 
Plymouth; K. T. Keller, president 
of the Chrysler Corp.; W. S. 


| Knudsen, executive vice-president 


of General Motors; A. vanDer- 
Zee, Dodge; C. F. Kettering, Gen- 
eral Motors Research; Martin 
Pulcher, Federal Truck; A. J. 
Graham-Paige; W. M. 
Packer, Packard; W. M. Purves, 
Dodge; Don Ahrens, Cadillac; 
Roy Peed, De Soto, and other 
leaders of the automobile indus- 
try. 


Leaders who were unable to at- 
tend because of illness, absence 
from the city or previous engage- 
ments, unanimously sent letters 
of warm congratulations and re- 
gret. Among such were M. E. 
Coyle, president of Chevrolet; 
Roy Faulkner, president of Au- 
burn; Paul Hoffman, president of 
Studebaker; W. E. Holler, sales 
manager of Chevrolet; Alfred 
Reeves, vice-president and gen- 
eral manager of the Automobile 
Manufacturers Assn., and Pack- 
ard’s chief, Alvan Macauley, 
president of the association. 


But names made no difference 
in the gathering. Everybody was 
there to do honor to Chris and 
have a good time doing it. The 
spirit of the occasion was ex- 
pressed by the Automatic Daily 
Noose, a 12-page paper got up in 
the typographical style of Auto- 
motive Daily News and in the 
topical style of any mad-house 
gazette. Among many other 
things it included a photograph 
of Chris at the wheel of a moving 


SAYS CHRIS TO BLISS: Boy, howdy! 





car in 1908 to refute the slander 
that he never could drive an auto- 
mobile. Sure the car was mov- 
ing. You can see the dust it 
was kicking up when the picture 
was taken.) 

As most people know, Chris is 
one of the real old-timers in the 
industry. When he talks about 
the bicycle age he knows what 
he’s talking about. After working 
as a newspaper man in Chicago 
from 1887 to 1892, he became the 
editor of “Bearings,” a bicycle 
publication. In 1898 he returned 
to newspaper work in Chicago 
and did the publicity for the first 
Chicago automobile show in 1900. 
He was writing sports for the 
Chicago Daily News in 1902 when 
he coined the nickname, Cubs, for 
the Chicago National League base- 
ball team. After serving through 
the following years as editor of 
“Motor Age”, “MoTor,” “Motor 
Life” and other publications he 
became the editor of Automotive 
Daily News in 1933, where he is 
Paul Pry Number“one of the in- 
dustry. 

But Paul Pry was Exhibit A 
last Saturday afternoon—and ap- 
proved by all present as an out- 
standing model of a man. 


Sees Trailer Future 
Louisville, Ky., Jan. 10.—Continu- 
ation during 1935 of “the phenom- 
enal growth” it has enjoyed since 
moving to Louisville in 1925 was 
reported Wednesday for the King- 
ham Trailer Co., by C. H. Kingham, 

president. : 
Kingham said that “our business 
has grown year after year and we 
are now tooling up for an even 
greater increase in 1936.” He de- 
clared the firm has employed during 
the last few years approximately 
150 men, having an annual payroll 
of $100,000, and buying more than 
$400,000 worth of materials yearly, 
the bulk being spent in Louisville. 


Left, Chris Sinsabaugh; 


center, W. S. Knudsen, GM executive vice-president, and C. H. Bliss, 


of Nash Motors. 
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NADA Schedules 24 Sectional Dealer Rallies 
Milwaukee Used Car Stocks 


Burruss, Payton ¢ and Walker 


Are Featured as Speakers 


St. Louis, Mo., Jan. 10. 
schedule that already includes 24 
regional rally conferences now 
under way and that will be ex- 
tended until it eventually covers 
the entire country is reported 
today by the National Automobile 
Dealers Assn. headquarters. The 
meetings are being conducted 
jointly by state associations and 
the NADA. 

The first meeting was held here 
Jan. 3 and was attended by some 
150 dealers from eastern Mis- 
souri and St. Louis. In the early 
meetings three speakers of na- 
tional prominence are appearing 
and will also be heard on future 
programs in conjunction with 
local and state speakers. 

Talk on Sales Problems 


These are William B. Burruss, 
New York, business and sales 
analyst; Edward Payton, consult- 
ant on dealer management prob- 
lems and John R. Walker, execu- 
tive vice-president and general 
manager of the National Assn. 
of Sales Finances Cos. Their 
addresses, at all meetings, per- 
tain particularly to sales prob- 
lems, management and finance. 

All three speakers are empha- 
sizing the need of united action 
in support of a plan to control 
used car losses, and in obtaining 
better co-operation from the 
manufacturers. 

Payton asserted in the St. Louis 
meeting, that nine-tenths of the 
automobile dealer’s functions are 
within his control and one-tenth 
beyond his control, but that the 
one-tenth may be more vital to 
success than any other part. “It 
is the one-tenth,” he said, “that 
can be prevented from becoming 
fatal only through the organized 
effort of local, state and the na- 
tional associations.” He declared 
there is but one profit, and, that 
is annual net profit. He said that 
fixed expense for the year must 
be met before profit can accrue, 
and that this point often is not 
reached until near the end of 
the year, if then. He asserted in 
order to break even the dealer 
must have for every $1 of annual 
fixed expense, $2 in gross margin: 

“Key to Profit” 


Burruss presented what he 
called the “keys to profit,” illus- 
trating his address with charts. 
The first “key” he called the 
proper mental attitude toward 
one’s business. “We must feel 
right about our business or we 
should get out of it,” he said. 

Other “keys” were: Proper 
management, sufficient capital 
structure, the right use of a 
yardstick to measure the value 
of the used car taken in trade in 
lieu of cash (the NADA Used Car 


Iron and Steel 
Show 30% Gain 


Youngstown, O., Jan. 10.—Clos- 
ing a year, which in point of 
iron and steel production was 30 
per cent better than 1934 the in- 
dustry with the advent of the new 
year was looking confidently for- 
ward to continuing gains in 1936. 

A fresh impetus has been im- 
parted to steelworks activity by 
developments over the past few 
months which steel workers be- 
lieve will carry far into the new 
year. The temporary holiday in- 
terruptions therefore have been 
of little significance in the gen- 
eral outlook for rising demand 
from principal consumers. 

Finishing mills generally have 
substantial orders on their books 
for January delivery, while heavy 
shipments of semi-finished steel 
seem assured for completing 
fourth quarter contracts. Pig 
iron producers have _ reduced 
stocks through heavy shipments. 
Scrap is strong but the market 
is quiet. 


Guide), a used car plan, and bet- 
ter factory-dealer relationship. 
Each department of the dealer’s 
business has a fixed gross margin 
except the used car department, 
and this can be established with 
proper co-operation of the manu- 
facturers, he said. 
Up to Dealer Himself 


Walker said the dealer’s busi- 
ness fate is largely a matter for 
his own determination. “Not 
only is there a considerable pri- 
vate sphere within which your 
initiative, your diligence and your 
skill can operate, but also, it is 
within your power to determine 
the large policies of the industry 
which condition your success or 
failure. 

“Obviously, your own isolated 
thinking and effort can not de- 
termine general industry policies, 
but by uniting your intelligence 
and effort with that of your fel- 
low dealers, you can create an 
agency wise enough to be heard 
and heeded by other branches 
of the industry.” 

Meetings held or definitely con- 
firmed, follow: Indianapolis, in 
Anthenaeum, Jan. 6; Pittsburgh, 
Pa., in Hotel Webster Hall, Jan. 
7; Metropolitan New York area, 
in Hotel Commodore, Jan. 8; 
Philadelphia, in Inquirer Audi- 
torium, Jan. 9; Richmond, Va., in 
Jefferson Hotel, Jan. 10; New 
Orleans, in Roosevelt Hotel, na- 
tional in scope and on date of 
annual meeting of NADA board 
of directors, Jan. 13; Cincinnati, 
O., in Hotel Alms, Jan. 15; Co- 
lumbus, O., in Neil House Hotel, 
Jan. 16; Detroit, in Statler Hotel, 
Jan. 17; Kansas City, in Presi- 
dent Hotel, Jan. 20; Salina, Kan., 
in Memorial Hall, Jan. 21; Okla- 
homa City, in Hotel Skirvin, Jan. 
22; Dallas, in Baker Hotel, Jan. 
23; San Antonio, in Gunter Hotel, 
Jan. 24; Los Angeles, in Biltmore 
Hotel, Jan. 28; San Francisco, in 
St. Francis Hotel, Jan. 30; Port- 
land, Ore., in Multnomah Hotel, 
Feb. 4; Seattle, Wash., in Wash- 
ington Athletic Club, Feb. 6; 
Minneapolis, in West Hotel, Feb. 
10; Des Moines, in Hotel Fort Des 
Moines, Feb. 11; Madison, Wis., 
in Loraine Hotel, Feb. 12; Mil- 
waukee, Wis., in Hotel Schroeder, 
Feb. 13; Cleveland, O., in Hotel 
Cleveland, Feb. 17. 


—A 


Supreme Court Rules 
Against Gov. LaFollette 


Madison, Wis., Jan. 10.—In a 
unanimous decision the Wiscon- 
sin supreme court on Jan. 7 ruled 
that Gov. Phillip F. LaFollette 
had exceeded his veto power by 
striking out two paragraphs in 
the 1935 motor transportation act 
thereby invalidating the entire 
measure. 

The court’s action automatically 
reinstated the 1933 act with the 
result that these changes, not 
contemplated by the 1935 legisla- 
ture, will result: 

The ton-mile tax is restorted 
as an alternative to truckers who 
may chose that or the flat tax. 
More than 60,000 truckers ex- 
empted by the 1935 act from pay- 
ing permit fees will now have to 
pay them. The state general fund 
will lose .more than $280,000 a 
year through loss of the uniform 
flat tax. The state highway com- 
mission will lose $100,000 a year 
in refunds restored to it by the 
1935 act and truckers lose the 
semi-annual fee payment plan es- 
tablished in the 1935 act. 


Tax Receipts Up 


Montgomery, Ala. Jan. 10. — 
Chairman Henry S. Long of the 
state tax commission reports that 
gasoline tax collections from Jan. 
15, 1935, when the present adminis- 
tration began functioning, up to 
and including Jan. 3, 1936, totaled 
$10,263,528, as compared with $9,- 
221,385.09 during the same period 
in 1934-35, or an increase of $1,042,- 
142.93. 





JIMMY SCOTT, 22, but 7 feet 3 
inches high bowed his way into 
the employment office at the 
Chevrolet Baltimore plant to win 
a job inspecting “Turret Tops.” 


Coast Chrysler 
Dealers Happy, 
Greene Reports 


Detroit, Jan. 10—Burch E. 
Greene, director of advertising 
and sales promotion of the sales 
division of Chrysler, believes that 
the Pacific Coast automobile 
dealers are due for the biggest 
business in their history in 1936 


Greene has just returned from 
a trip to the coast, in the course 
of which he contacted Chrysler- 
Plymouth dealers and factory 
field men from Los Angeles to 
Seattle. Everywhere he found 
distributors and dealers in a 
most optimistic frame of mind, 
he said. 


“Apparently the introduction of 
our 1936 models in November in- 
stead of after the first of the 
year as has been the custom, has 
resulted splendidly for the Pacific 
Coast,” said Greene. “Already our 
dealers in Southern California 
have ordered more new Chrysler 
cars than they sold in the entire 
year of 1934. Everywhere our 
dealers begged me to get them 
more cars. They say that they 
will sell every car out there that 
we can possibly ship them. Our 
Plymouth plant in Los Angeles, 
working at capacity, isn’t able to 
keep up with the orders either. 


“One very encouraging feature 
of my trip was that I found the 
used car situation well in hand 
among our dealers. Two of our 
biggest Coast distributors showed 
facilities and outlets they had 
created which were so success- 
fully disposing of the increased 
trade-ins that so far as they were 
concerned the introduction of new 
models in November has not em- 
barrassed them a bit in the way 
of accumulating excessive used 
car stocks. In fact, I only heard 
one man do any sobbing about 
used cars.” 


Minnesota Legislaters 
Ponder New Drivers Law 


St. Paul, Minn, Jan. 10.—A 
drivers license bill embodying all 
of the recommendations made by 
the northwest traffic accident 
conference, held here in Septem- 
ber, is to be considered next week 
by the rules committee of the 
Minnesota house to determine 
whether it should be acted on 
at the special session of the legis- 
lature now in session at the 
capitol. 

The bill, introduced by Repre- 
sentative L. E. Brophey of Min- 
neapolis, provides for biennial re- 
newal of drivers’ licenses and 
places their supervision under the 
state highway commissioner. 





Show Substantial Increase 


Milwaukee, Wis., Jan. 10. — A 
substantial increase in used car 
inventories in Milwaukee and a 
less than normal ratio of used 
car sales to new car salés has re- 
sulted from the introduction of 
new models late in the fall, it is 
reported here. 

Because of the situation, smal- 
lev firms, it was declared, face 
the prospect of being forced to 


borrow on the used cars to con-| 


tinue operating unless some relief 
is given by manufacturers. Other 
dealers reported nothing striking- 


ly unusual in used car inventory | 


increases in view of the earlier 
model introduction. 

Figures of the Milwaukee Au- 
tomotive Trades, Inc., 
1,247 used cars in the stocks of 


22 Milwaukee county dealers dur- | 


ing November of last year, com- 
pared with 740 the same month 
in 1934. During October, 1935, 
the number of used cars in the 
stocks of the 22 dealers was 1,126 
compared with 806 for October, 
1934. 

Despite the large stocks of used 
cars, the average price per car 
during November increased to 
$261.51 from $204.73. December 


Canada Exports 


Jump 15% in Nov. 


Washington, Jan. 10.—Exports 
of motor vehicles and parts from 
Canada in November, 1935, in- 
creased by 15 per cent, to $1,793,- 
088, from $1,569,057 in October, 
1935, according to Department of 
Commerce statistics. 

November shipments, it is 
pointed out, were more than 
double exports in November, 1934, 
valued at $787,028. 

Of the above totals automotive 
parts accounted for the following: 
November, 1935, $162,082; October, 
1935, $186,030; and November, 1934, 
$94,993. 

Exports of passenger cars in- 
creased by 55 per cent in number 
from 2,629 units in October to 4,- 
087 in November. The increase in 
value was 35 per cent, or $1,190,- 
873 compared with $679,859. Pas- 
senger car shipments in November 
were divided into the following 
classifications: 3.714 units valued 
at $500 or less; 291 units, $500 up 
to $1000 and 82 units, at over 
$1,000, statistics show. 

Truck shipments in November, 
1935, totalled 1,469 units valued at 
$440,133 compared with 1,302 units 
valued at $493,168 in October, 
1935. Exports of trucks, accord- 
ing to capacity were as follows: 
575 units one-ton capacity or less, 
and 914 over one-ton capacity. 

Canadian automotive exports 
during the first 11 months of 
1935 were valued at $24,024,751 
compared with $18,850,757 in the 
corresponding 1934 period, an in- 
crease of 27 per cent, it was 
stated. 


Akron’s New Car Sales 
Reflect Prosperity 


Akron, O., Jan. 10.—Increased 
prosperity was reflected in the 
fact that sales of new passenger 
cars jumped more than 14 per 
cent in the Akron district during 
1935. 

Figures compiled by the deputy 
clerk of courts show that bills of 
sale for 10,493 new cars were filed 
in his office during 1935 as com- 
pared with 9,193 in 1934. This 
is a gain of 1,300 or 14.1 per cent. 

Including the bills of sale for 
1,157 new trucks the total filed 
was 11,650 against a comparable 
figure of 10,299 for 1934 a gain 
for passenger cars and trucks 
combined of 13 per cent. The in- 
crease in transactions in used 
cars and trucks was even greater, 
the report stated. 

Bills of sale were filed for 61,- 


showed | 








figures were not yet available. 
The November sales price in 1935 
compared with an average price 
of $186.60 the same month of 
1934. 

The value of the used cars in 


| the stocks of the 22 dealers dur- 
| ing November was $311,421 against 


$150,917 for the same month in 
1934. In October their value was 
listed at $239,160 against $183,943 
for October, 1934. 

New car registrations in No- 
vember for Milwaukee county 
numbered 1,664. compared with 
844 the same 1934 month. The 
ratio of the used car sales to new 
car sales here during November 
was about 1.9 used car to each 
new car sold, on the basis of the 
reports of the 22 dealers. The 
average maintained during re- 
cent years has been 1.7 to 1.8. 

In the case of some dealers, 
however, the ratio of used cars to 
new cars is running well over two 
to one, it was found. Dealers gen- 
erally were well pleased with the 
sales of new cars and the figures 
of the Milwaukee Automotive 
Trades reveal 18,210 registrations 
to Dec. 1, 1935, compared with 
11,666 in 1934. 


096 used vehicles during the year 
as compared with 52,268 in 1934. 
This gain of 8,828 amounted to 
about 16.5 per cent. 

Including both new and used 
cars and trucks, the total number 
of bill of sale filings was 72,746, 
approaching the 1929 peak of 76,- 
183 and exceeding the 1934 figure 
which was 62,576. 


December sales of new cars 
contributed to the gain for the 
year totaling 741, an increase of 
249 over the 492 sold in December, 
1934. New truck Sales jumped 
from 71 to 99. 


Substitutes For 
Rubber Sought 


Washington, Jan. 10.—Increas- 
ing demand for rubber during the 
past decade, coupled with price 
fluctuations and monopolistic con- 
trol, caused chemists the world 
over to seek a substitute for this 
material which is so essential in 
the manufacture of automobile 
tires, according to the U. S. De- 
partment of Commerce. 


Working along different lines, 
chemists of several nations have 
developed substitutes which for 
some purposes are not as desir- 
able as the natural product but 
for others the chemical rubber 
is even superior, it is claimed. 
Success in the manufacture of 
synthetic rubbers has variea but 
they are now being produced on 
a commercial basis in several 
countries, particularly in Europe 
and in the United States, accord- 
ing to C. C. Concannon, chief of 
the Commerce Department’s 
chemical division. 

It is reported that Russia is 
producing considerable quantities 
of artificial rubber from alcohol 
which it obtains from grain, po-> 
tatoes, and other farm products, 


Oil Men to Meet 


St. Paul, Minn., Jan. 10.—Inde- 
pendent oil jobbers of Minnesota, 
nearly 800 in number, will gather 
in St. Paul Jan. 16 and 17 for their 
annual convention. The arrange- 
ments committee in charge is headed 
by A. W. Defeil, Superior Refining 
Co., of St. Paul, who is assisted by 
J. H. Burmeister, Faribault Oil Co., 
of Faribault, and S. E. Smith of the 
W. H. Barber Co., of Minneapolis. 

Among the outstanding speakers 
will be L. E. Phillips of Bartlesville, 
Okla., banker, economist, former 
chairman of the executive committee 
of the Phillips Petroleum Co., who 
will address the meeting on present 
day monetary and tax problems. 
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Coy Pee MO 
‘TO SCORE A GREAT 


DISTINCTIVE BEAUTY_ Pontiac’s styling is the 


year’s best answer to the universal desire for greater beauty and dis- 
tinction in the low-price field. Today the value of this powerful sales 
feature is doubled by the fact that so many new cars look alike. 
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1 UNSURPASSED ECONOMY | 
Pontiac meets the demand for lower operating costs = 
with a car that is big and full-weight, yet is far and { 


away the most economical in its class, as dealers 
prove by competitive tests. 
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AMPLE ROOM... 
ADEQUATE WEIGHT 


A Pontiac demonstration usually means a Pon- 
tiac sale and here are two reasons: Adequate 
weight gives that essential feeling of steadiness. 
‘ Ample room and level floors front and rear 


" te, See n ae se keep every passenger comfortable and content. 


SUPER-SAFETY UNDER ALL CONDITIONS 


Pontiac meets today’s interest in safe transportation with the longest list of safety 
features in the low-price field—no less than 18 directly included for greater security 
and scores more that have an indirect effect. In fact, the list contains everything it 
would occur to a buyer to ask for, from *safety glass all-around to the sturdiest frames 
built today. (*Slight extra cost in Master Six.) 


Re Oe Se ee eee 
























RDAY, J/ ARY 11, 1936 17 


O DEALER organization in the automotive industry is so 
well provided with salable merchandise as that of the Pontiac 
Motor Company. 


The Pontiac dealer offers a choice of two lines of low-priced 
sixes and a line of low-priced eights, including 21 separate models. 
These cars are provided with every feature the public has been 
taught to demand—giving Pontiac dealers a decided advantage 
in their own price range, and extending Pontiac’s appeal to motor- 
ists who ordinarily buy only high-priced cars! 

Pontiac’s list prices are only slightly above the very lowest— 
ranging from $615* to $855*. Only Pontiac dealers offer this 


unique combination of low prices and fine-car features in the field 
containing 90 per cent of all car buyers. 
The accessories handled by Pontiac dealers have an equally 


ready market, for all are selected and designed to meet definite 
needs, and priced to suit modest incomes. 

As a result of this careful keying of product to market, Pontiac 
dealers are well on their way toward excelling their 1935 record 
when they doubled sales over the previous year. And bear in 
mind that in the Pontiac dealer organization profits keep pace 

e with sales, because the Pontiac dealer discounts on cars and 


accessories rank with the very highest in the industry. 
met ‘3 wy z PONTIAC MOTOR COMPANY, PONTIAC, MICH., Division of General Motors 
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When people think of smooth riding and 
improved handling ease, they immediately 
think of Pontiac Knee-Action. 


TRIPLE-SEALED BRAKES 


Pontiac provides big, hydraulic brakes, 
triple-sealed against dirt, slush, snow and 
water, with warp-proofed drums of iron 
fused on steel. 













SOLID STEEL “TURRET-TOP” BODY 


This advancement is probably the most advertised and most desired automobile 
feature of the day. Pontiac’s big, comfortable and luxurious Bodies by Fisher also 
provide that frequently imitated but never duplicated feature—the original Fisher 
No-Draft Ventilation. 


THESE MEN HAVE AN INTERESTING STORY FOR ‘ 
ANY AUTOMOBILE DEALER a 


If interested, get in touch with the nearest Pontiac Zone Manager listed below. 





LOCATION ADDRESS ZONE MGR. LOCATION ADDRESS ZONE MG) . 
Atlanta, Ga........ 494 Spring St. N.W........ d. T. Bray Los Angeles, Calif.. 2222 $. Figueroa St.......C. G. Rile; 
Boston, Mass... ... 1050 Park $q. Bidg., Memphis, Tenn.. ...320 Dermon Bidg......W. J. Conne:s 
St. James Ave............ C. N. Kane Milwaukee, Wis.... .600 W. Wisconsin Ave. 
Sotelo, 18, ¥....... 15a ae Geant. . Ch ae J. A. Grier Mariner Tower Bidg. .J. M. Taylor, 
Charlotte, N. C.....500 W. Trade St.........R. H. Fussel inneepetie, | Minn. .801 westtupiee Avs. N...H. Kurt: j 
Chicago, Ull......... 2ist & Calumet........W. J. Mougey New York, N. Y... .561 W. 65thSt.......M.C. Tompsc 
Cincinnati, Ohio. -- ry & 7th Sts.....D. M. House Oakland, Calif... 1375 E.8thSt........ A. M. Sander: 
Cleveland, Ohic. . . .1900 E. 24th St. ... A. A. Martin Okiohoate ity, Oli. 10th & Broadway. . RB. W. Lose 
Dallas, Texas... .. .2001 McKinney Ave... .0. T. Miller P N. Broad St... .G. B. Albrec! } 
Denver, Colo....... 601 Continental Pittsburgh, er Baum Bivd. & CraigSt... A. R. Shed } 
Oil or. eo Sa ...... 8. ©. Bray Pontiac, Mich... ... 196 Oakiand Ave., A. C. Tiedemann, J i 
1 h d d Seve, Ei. vies _ FL. G. i: V. A. Davidson a a ae & Burnside Sts... rs ‘oY War 
: 5 O71 is i i i ines, lowa. . Moines Bldg t. Lowi 0. ine Biv . Winslow 
Pontiac’s sturdy, rigid chassis is sealed at every point where dirt an Soe Seeks tee eae ag 
water could enter to damage vital parts—ample evidence for any buyer Kansas City, Mo.... Admiral & MaGee Sts... C. W. ‘wollen 17th & H Sts. N. W..H. H. Grothja 





that Pontiac construction assures unsurpassed dependability. 


PONTIAC 6] 


*List prices at Pontiac, Michigan, begin at $615 for the Six and $730 for the Eight (subject to change without notice). Safety plate glass standard on De Luxe Six and Eight. 
Standard group of accessories extra. A General Motors Value. 


e Pontiac's value and new low prices on the greatly reduced G.M.A.C’s 6% plan—the lowest cost to time buyers ever offered bv Pontiac dealare 
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JUNKING 


Fidustry _ Eying Plans for Revival of Junking 


Seen as Aid tc 
And Used 


to Safety 
Car Problem 


By E. M. 


Detroit, Jan. 10.— Chevrolet’s 
allotment of $1,000,000 for junk- 
ing and salesmen’s bonuses dur- 
ing January, has drawn the in- 
terest of other manufacturers. 
While no definite action has yet 
been taken by other companies, 
it is believed that several firms 
have various plans under con- 
sideration. 

Briefly, the Chevrolet plan calls 
for payment of $20 to the dealer 
for every car he junks and 
bonuses to all salesmen whose 
work enables the dealer to sell 
more used cars during January 
than in the same month last year. 


Will Boost Sales 

As a stimulus to both new and 
used car sales and a definite con- 
tribution to the current safety 
drive, the plan will undoubtedly 
prove of advantage. 

The bonuses are expected to 
prove of great help in pushing 
used cars and Chevrolet expects 
to bring its used car sales to a 
new high during the month. 

The junking end of the plan, 
however, is the one attracting 
the most attention. The junking 
plan in use throughout the in- 
dustry from 1929 to 1932 was not 
the same as the present Chev- 
rolet idea. 

The junker plan has an inter- 
esting history. At the outset it 
met with favor and International 
Harvester in 1930 on inquiring as 
to how the plan was working out 
actually considered it as a plan to 
be applied to the scrapping of 
farm implements, feeling that the 
scrapping of traded-in imple- 
ments would increase new imple- 
ment business. The junker plan 
itself was a Chevrolet idea fost- 
ered by R. H. Grant, then the 
guiding hand of that company. 
It was put into operation several 
years before the members of the 
National Automobile Chamber of 
Commerce (now the Automobile 
Manufacturers Assn.) manufac- 


LUBECK 


turers group had it placed before 
them. In a bulletin dated De- 
cember, 1929, the board of direc- 
tors of the NACC unanimously 
adopted the recommendations of 
the sales managers committee of 
which Grant was chairman. Grant 
sold them on the idea that it 
would remove from the high- 
ways and eliminate from the 
dealer’s sales departments a prod- 
uct that should never be put to 
use again. The plan included a 
partial recompense to the car 
merchant who did the junking. 
The payment suggested by Grant 
was $5 for each new car pur- 
chased by the dealer from the 
factory to make up a fund for 
the dealer to pay for junking. 
On Feb. 18, 1930, the “noble ex- 
periment” began operation. 


Credited With $5 Per Car 

As a result of this move junk- 
ing began. While there was a 
universal crediting of $5 to the 
dealer for each car he purchased 
some of the higher priced cars 
had still larger allowances. Each 
dealer, however, had to have a 
credit of at least $40 before he 
was allowed to junk one car. 
When notified that he could pro- 
ceed, the instructions were that 
the radiator of the junker had 
to be crushed in, the carburetor 
and transmission smashed, the 
cylinder head of the motor and 
the block itself put out of com- 
mission by blows from a sledge 
and the oil plug in the rear axle 
driven into the housing. The 
instrument panel was to be 
crushed and the entire operation 
to take place in the presence 
of a field representative or wit- 
nesses. 

Dealers were permitted to salv- 
age glass, batteries and tires, but 
the car had to be disposed of to 
a reliable junk dealer who had to 
promise that none of the parts 
would find their way back into 
other cars. He was cautioned 


BINKS /HOR Model 2 


Where FINISH Counts 
ONLY BINKS GIVES 


1 Drop Forged 
Bronze Body... . 
Bronze used for 
greater tensile 
strength; permits , 
machining to closer 
limits; prevents 


springing and eliminates misalign- 


ment of parts. 


Forging assures no 


sand holes or blow holes in material. 


2 


Tapered Seat Nozzle Alignment. ... 
The identical taper on the outside 


of the fluid nozzle is machined on the inside of 
the air nozzle assuring the proper relation between 
fluid nozzle opening and air nozzle orifices. 


3 


Standard Pipe Threads. ... 
ment fitted with standard pipe threads; 


All Binks equip- 
any 


fittings required in an emergency can always be 
procured locally because of this feature. 


4 


Micrometer Spray Adjustment. . 


ments from small round spray to wide fan-shaped spray 
with all widths in between available. 


- Permits fine adjust- 


Always located at the 


back of the Thor Model 2, a feature that has been widely 


imitated, the spray adjustment has been improved; 


mains close to gun body. 


5 


atomized material. 
ered by our patent. 


Auxiliary Air Nozzle Openings... . 
jets of air to leave the gun parallel to the center jet of 
Strictly a Binks development amply cov- 


it re- 


These openings permit 


Write for Latest Bulletin on The Thor 2 Gun Show- 
ing Best Nozzles for Spraying Synthetic Enamels. 


BINKS MANUFACTURING COMPANY 


3105-50 CARROLL AVENUE 


CHICAGO, ILLINOIS 


NEW YORK: 126-30 Latayette Street — DETROIT: 2830 Eas: Grand Bou'evard 


SAN FRANCISCO: 923 Harrison Str 


against selling any parts to other 
junk dealers who were not fortu- 
nate enough to be given the op- 
portunity to handle the scrapped 
car. 

The plan of getting the oars 
into the hands of the scrap iron 
dealers was not generally success- 
ful, owing to chiseling on the 
part of the junk men. Regard- 
less of surveilance by dealers and 
factories, parts were sold in com- 
petition with new parts and steps 
were then taken to correct this. 


Ford Plan Started 


In the meantime, before new 
plans were arrived at, the Ford 
Motor Co., Dearborn branch, 
started a junking and scrapping 
program which was almost ideal. 
It was, however, an experiment 
and had the junking plan been 
continued, every Ford branch in 
the country would have followed 
the Dearborn idea. The Ford 
dealers in the vicinity of Detroit 
were paid $20 for each car they 
delivered at the plant. The rush 
of old cars was so tremendous 
that with a few weeks after the 
program went into effect it was 
found that man power could not 
cope with the situation. Conse- 
quently a demolition chain was 
started, the proceedure being ex- 
actly the reverse of the assembly 
chain for new cars. As the old 
car proceeded to its fate in the 
fiery furnace, all glass was re- 
moved. This was used to make 
repairs in the factory windows. 
Next, all cloth and top and side 
curtain material was salvaged to 
make aprons and other cloth 
items for the workmen. Most 
of the upholstery was used to 
make polishing buffs for use in 
the shop. After the car had been 
stripped of the copper and brass, 
tires, batteries and certain non- 
wearable parts, the entire car 
was crushed and hoisted into the 
cupola of the foundry smelter. 
The tires, batteries and parts 
which passed the inspectors as 
fit for use were sold to factory 
employes through the commissary 
department. In the time the 
Ford plan was in operation, over 
300,000 cars passed through at 
the rate of 360 cars each 16-hour- 
day. Chevrolet reported 212,000 
cars junked that same year. 


NACC Claimed Medal 


As a result of the tremendous 
interest in the plan during its 
first year the NACC prepared a 
claim for the medal offered by 
the American Trade Assn. Ex- 
ecutives each year fo- the trade 
association which engages in an 
activity of the highest good for 
its members and the public. In 
the claim, it set forth that the 
members engaged in the junking 
of cars represented 87 per cent of 
the industry and that in a short 
while the movement would be uni- 
versal. It set forth a claim that 
the members had junked 350,000 
cars over the normal annual junk- 
ing. Besides claiming that road- 
side scenery had been made more 
attractive, it further claimed that 
it had reduced the business of the 
small junk dealers and those sell- 
ing parts which prolong the use 
of unsafe cars. Used car prob- 
lems were being relieved, it said, 
with the dealer getting something 
for the old car higher than actual 
junk prices, relieving him of the 
burden of unsaleable cars. The 
public was benefiting by the safer 
highways. It also forecasted the 
elimination of at least 3,000,000 
cars a year for “safety’s sake.” 
The claim pointed out the legisla- 
tion could not reduce the menace 
of unsafe cars, as such laws would 
be discriminatory and confisca- 
tory. Another interesting sidelight 
in the claim was that the plan 
would go a long way in conserv- 
ing natural resources as the ma- 
terials salvaged would reduce the 
demands for iron and such items 
as coke and coal used in the pro- 
duction of pig iron. 

By the end of the first year 
weaknesses began to develop. 
Here and there junk dealers be- 
gan chiseling and cheating in 
general. Parts were sold regard- 


Talks Self Into 
Cell and Out Again 


Minneapolis, Minn., Jan. 
10.—Eugene M. Farrell’s in- 
sistence that police lock him 
up as a drunk so that he 
could not drive his automo- 
bile today had brought com- 
mendation by Traffic Judge 
Wm. C. Larson, who sus- 
pended a $5 fine after Far- 
rell had pleaded guilty to a 
drunk charge. 

Farrell walked into the 
police headquarters and de. 
manded that he be placed in 
jail. 

“My automobile is in a 
parking lot and if you don’t 
lock me up I am afraid I 
will drive it,” Farrell, a 
salesman, told Captain Einar 
Jonassen. 

The police captain offered 
to send Farrell home in a 
taxicab, but he declined. 


less of the promises made and at 
this juncture Herbert Buckman, 
then as now, secretary of the 
Cleveland Automobile Manufac- 
turers and Dealers Assn., came 
into the picture with a plan by 
which the dealers and a scrap 
company organized the Cleveland 
Guarantee Auto Scrapping Co. 
Under this plan the dealers turned 
over all junk and scrapped cars to 
the company, which paid the 
dealers 25 cents a hundred weight 
for the car and one dollar to the 
association for each car. The 
company also paid annually 25 
per cent of the profit over and 
above 6 per cent on the invested 
capital, which was refunded to 
the dealers according to their 
proportion of turned-in cars. The 
plan sought to set up yards in 
other cities throughout the coun- 
try and Buckman interested sev- 
eral General Motors units. In a 
short time dealers’ associations 
started salvage yards in Cedar 
Rapids, Kansas City, Milwaukee, 
Omaha, LaCrosse, Madison, Pueb- 
lo and Los Angeles. The average 
price paid for a demolished car 
was around $3 and for undemol- 
ished about $12. Yards selling 
scrap only were established in 
Chicago, Boston and other points. 
Detroit dealers, in considering the 
plan. found that if they covld get 
cars for nothing and pay labor $1 
per day they could make 25 cents 
profit on the scrap. The Cleveland 
plan, with a schedule of 1,740 cars, 
had a loss to May 31, 1931, of $25.- 
000, or a loss of about $4.70 per 
car. 


So serious did the general sit- 
uation become that the NACC 
sales managers committee, in 
summarizing the conditions, said 
there was a reduction in dealer 
profits, no benefits to the manu- 


facturers except eliminations of 
undesirable cars from circulation 
and a reduction in the excess of 
used parts supplies. They recom- 
mended a change which would 
tend to maintain or increase the 
dealers’ revenue from the sale of 
junkers and set up ways and 
means for preventing reduction in 
new parts volume and profits. 
They also advocated a demolition 
certificate which would appear to 
be a panacea for all concerned. 
Consequently, in October, 1932, the 
proposed plan was outlined as 
follows: 
] The NACC was to appoint of- 
ficial salvage yards through- 
out the country. 
9 The yards appointed were to 
serve the dealers in certain 
areas. 
3 The yards were to sign an 
agreement not to sell cars or 
chassis and to give bond to that 
effect. 
4. They were to issue certifi- 
cates of demolition for a 


bountied car purchased. 


They were to pay dealers the 

agreed prices on junker cars. 

The yards appointed were to 

agree to open their books for 
periodical inspection. 


7 


The yards were to render 
statements of operations. 


The chamber was to supply 
demolition certificates at 25 
cents each to the yards. 


Can Be Profitable 


The main point of the new plan 
was that the yards were to do all 
the salvaging and that the dealer 
was not to remove anything from 
the car. It left the door open, 
however, for the yard to sell back 
to the dealer anything he wanted 
off the old car. Included in the 
new program were other items of 
which experience was to be the 
test, but by the time the sug- 
gestions of the new plan were 
in general circulation and before 
any action was taken the depres- 
sion began to affect the industry 
and the junking plan faded out. 


Enough experience, however, 
had been gained to show that a 
well organized junking plan can 
be made profitable for the deal- 
ers, the manufacturers and the 
salvage yards. It is almost certain 
that the general safety movement 
of the past year may revamp the 
plans for the future, About 4,- 
150,000 cars in the United States 
are over seven years old. They 
have poor brakes, extravagantly 
operated motors, rattling bodies 
and bad lighting systems. They 
are a great drawback to progress 
in the industry and to general 
public safety. The interest in the 
new Chevrolet idea is more than 
that of increasing sales. It can 
be a step in giving the dealer a 
break in his used car losses. 


Connecticut Will Adopt 
Permanent Plates in ’37 


Hartford, Conn., Jan. 10.— Be- 
ginning in 1937, Connecticut will | 
adopt the “permanent” license 
plate plan, whereby markers of | 
aluminum will be used year after 
year, with only a small insert 
changed to designate the current 
year, Motor Vehicle Commissioner 
Michael A. Connor has an- 
nounced. 

The plates will be of aluminum 
with black numerals and letters, 
redesigned for better appearance 
and visibility. Inch-square inserts 
designating the year will be at- 
tached to the permanent plates 
in a special place provided for 
them at the bottom. The small 
year insert will be distributed an- 
nually with registration certifi- 
cates. 


The commissioner says the tiny 
insert is foolproof, as it has two 
tips or lugs which are bent back 
against the plate. Once the in- 


sert is removed, he explained, 
the lug breaks, since it can stand 
only one bend. The large mark- 
er: are expected to last five years 
or longer. 

Commissioner Connor believes 
the permanent plate system will 
simplify the routine of the de- 
partment and increase the effi- 
ciency of the files, as well as save 
the state as much as $100,000 a 
year in cost of manufacture. He 
has asked the state board of fi- 
nance and control for funds to 
finance the purchase of perma- 
nent plates to be distributed in 
1937. 

Connecticut’s 1935 markers are 
legal until Mar. 1, 1936, which 
will mark the inauguration of 
Mar. 1 as the official registra. 
tion date instead of Jan. 1. Op- 
erators’ licenses issued for 1935 
will be good until Apr. 30, in- 
clusive. Licenses formerly expired 
on the last day of February. 
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When Macfadden bought Liberty Magazine he 
made the only departure from his regular course in 
his long career as a publisher. Always before he had 
built his own magazines from the ground up. Here 
he took a magazine full grown, with a circulation of 
over two million and ready for service. 

Macfadden says that what he bought was an idea 
that was successfully paralleling in its field what he 
had done in his field. 


Here was a magazine that had acquired the largest 
voluntary* weekly magazine circulation in America 
and had done it in less time than other magazines 
usually take to add a bit to their old circulations. 
Here was a publisher who had walked in and de- 
veloped over two million NEW magazine-readers, 
practically without touching any of the other circu- 
lations in America. 


In other words, he had uncovered an entirely 
new field and made it possible for the busi- 
hess interests of America to reach an entirely new 
audience. He was the only other publisher in 
America who had done this particular thing and he 
had done it in a new field of a far wider range 


than Macfadden publications themselves had ever 


touched. a a a 

Now, just what kind of a publication had Mac- 
fadden bought, and why had he bought it? Just 
what was this idea which this other publisher saw 
and which Macfadden bought as quickly as he had 
the opportunity? 

These two publishers saw that there was a “speed- 
ing up” of American life due to the speeding up of 
American activities. Manufacturers were turning out 
goods at a terrifying rate; automobiles were holding 


| a pace of fifty miles an hour on the highways; 


salesmen were covering twenty cities in a week. 


This was a thing that was not graded to class or 
mass. It was a thing that ranged through groups in 
all walks of life. Some groups resisted it stubbornly, 
others espoused it heartily. But it was evident to 
any thinking mind that millions upon millions of 
Americans were “stepping faster”. It was not a 


| change in the character of these people. It was 
_ merely a change in the “tempo” of their living. 


Once having come to this analysis, it was clear 
logic that if anyone could set the “tempo” of a 
magazine to the “tempo” of these lives, he could 
not only have all the circulation he wanted, but, 
what is far more important, he could have the most 
active, responsive magazine circulation in the Ameri- 


*Voluntary circulation is the number of copies of a magazine that people will 
buy, issue by issue, if left to their own devices. 


can field. And this would be especially true of the 
weekly field which sets a far quicker pace in itself 
than the monthly field. 


And that’s why Macfadden bought Liberty 


Magazine. 


Who wouldn’t, when he saw this new trend in 
American life and, therefore, knew the tremendous 
potential possibilities of this new field? And don’t 
argue about the buying potential of that type of 
readers whose lives are speeded up. They may or 
may not “buy in haste and repent at leisure”. But 


they buy—IN HASTE. 


Any salesgirl, any salesman can tell you about 
that. Before the woman opens her mouth, the girl 
behind the counter knows whether that woman is 
going to spend the next half hour trying to decide 
on a particular stocking or glove or brand of coffee 
or what have you, or whether she is going to make 
up her mind in the next thirty seconds and buy it 


and be gone. 


Any salesman knows, before the customer opens 
his mouth, whether there is going to be a purchase 
of an automobile or a refrigerator or what have you, 
right then, from him or from somebody else, or 
whether the purchase of that automobile or refrig- 
erator or what have you is just an interesting topic 
of discussion for the time being, to be decided on 
sometime—if and when. 


And all of this has nothing to do with the nicety 
of the people involved, but purely to do with the 
tempo of ‘their lives. But, Oh, how the salesgirl 
or the salesman loves that type of mind with that 
tempo of living that is impatient of dawdling or 
delay, but comes toits decisions definitely and quickly 
with a short-clipped, “I'll take this,” or “Tl take 
that,” and TAKES IT. 


That’s a sale. And America lives on sales. 


¢ +2? ¢ 


No wonder that this type of people had to have this type 
of magazine. No wonder it had no time for an Elizabethan type 
of literature that wandered its leisurely way even in magazines 
through pages and chapters before it came to its point. No 
wonder that millions of such people had never been weekly 
magazine-readers, or at least consistent magazine-readers, before. 


This, then, is the place that iiberty has filled in American 
life. Everybody knows now that the. place was there and waiting 
to be filled. And that it supplies one of the quickest, most de- 
cisive buying markets in America. It couldn’t be otherwise. 
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x Commercial Models in Line 


Production Now Under 
Way Reports W. R. Tracy 


(Continued from Page 1) 


panel delivery, utility coach, 
three-quarter ton cab pick-up ex- 
press, custom station wagon, 
chassis and chassis with cab. 


Large interior space is pro- 
vided in the custom panel delivery 
model — 130 cubic feet with a 
weight load rated at three-quart- 
ers of a ton. The car has large 
rear loading doors. 


The dual purposes of business 
and passenger carrying are pro- 
vided in the utility coach merely 
by returning the rear seat to its 
position. When the back seat is 
removed, the rear passenger com- 
partment and the rear luggage 
compartment are converted into 
a single, unobstructed space of 
110 cubic feet capacity. This car 
has a carrying capacity of 1,000 
pounds. Farmers have found this 
car useful for hauling milk and 
produce. 


Loading Space 


Larger loading space and 
greater carrying capacity feature 
the cab pick-up express model. 
This truck has a capacity of a 
full three-quarters of a ton. Steel 
lockers extend from front to rear 
on both sides of the steel box, 
squaring up the load space and 
concealing the wheelhouses. 
These lockers provide space for 
carrying chains, tools, jack and 
other articles. The lockers can 
be unbolted and removed when 
use of the full size of the box 
is desired. The cab _ pick-up 
express finds a wide range of 
usefulness, being adapted to use 
by farmers, dairymen, market 
gardeners, contractors, carpenters, 
brick masons, public utility com- 
panies, service stations, manufac- 
turing, wholesale and retail busi- 
ness and for general haulage 
work. The steel-roofed cab is 
equipped with year-’round venti- 
lation. 

New Styling 

When rear seats are in place 
in the station wagon, there is 
room to seat five persons and the 
driver’s compartment has room 
for three persons. The end gate 
opens downward and can be util- 
ized to accommodate additional 
luggage. 

The chassis is available for use 
in any type of body or cab that 
may be desired, and for those 
who wish the cab attached, the 
chassis is provided. 

All models are powered with 
the Terraplane motor providing 
88 or 100 horsepower and have 
a wheelbase of 115 inches. The 
same Duo-Automatic hydraulic 
brakes on Hudson and Terra- 


plane passenger cars this year 
are provided on all commercial 
car models, giving a reserve me- 
chanical braking system for use 
in emergency. 

Safety is stressed in these cars 
with steel roofs and bodies and 
chassis are built as a single unit 


Warns Railways 
Will Take Over 
Trucking Lines 


Washington, Jan. 10.—Predict- 
ing that the near future will see 
consolidations of truck lines per- 
fected and that the consolidations 
so formed will then be acquired 
by the railroads, Roy F. Britton, 
director of the National Highway 
Users Conference, discussed the 
effect of motor transport regula- 
tion upon shipping activities in 
an address delivered Jan. 8 be- 
fore the convention of the Amer- 
ican Live Stock Assn. in Phoenix, 
Ariz. 

“I venture to predict,” Britton 
declared, “that the truck opera- 
tors who joined forces with the 
railroads to secure federal regu- 
lation will be amazed by the 
ferocity and determination with 
which their allies will turn upon 
them. 


“And the country will wake up 
to learn that co-ordination of 
transportation facilities, in many 
instances, means the concentra- 
tion of facilities under a single 
ownership. In that event, let the 
shipper beware!” 

The Federal Motor Carrier Act 
will be “universally applauded 
and it will be successful,” Britton 
indicated, “if it stabilizes the op- 
erations of for-hire vehicles with- 
out trespassing on the rights of 
privately-operated vehicles; if it 
guarantees the financial respon- 
sibility of public carriers; if it as- 
sures fair and just rates to ship- 
pers and prohibits discrimination; 
if it brings about uniformity of 
regulation; and if it encourages 
the full development of motor 
transportation in its own right.” 


Opens New Store 


Montreal, Jan. 10. — Norman R. 
Southward, for many years promi- 
nent in the tire and accessory field 
in Montreal, has opened the South- 
ward Tire & Supply, Ltd. The com- 
pany will carry a complete line of 
Goodyear tires, rims, wheels, bat- 
teries, winter accessories, radios, 
etc., and will service all makes of 
cars and trucks. 


New Freight Rate Book 
Will be Out Next Week 


Washington, Jan. 10.—Distribu- 
tion of the national motor freight 
classification is expected to start 
next week as the result of the 
final approval given by the na- 
tional rates and tariffs commit- 
tee of the American Trucking 
Assns., Inc. Hundreds of motor 
carriers, shippers and chambers 
of commerce have already ordered 
copies. 


In the meantime, alarmed by 
the relatively few applications for 
certificates and permits filed so 
far under the Motor Carrier Act, 
the Interstate Commerce Com- 
mission has issued a warning no- 
tice to 210,000 motor carriers af- 
fected by the new law. The no- 
tice calls attention to the fact 
that unless applications are filed 
on or before Feb. 12 “grandfather 
clause” rights will be lost. It fur- 
ther points out that even though 
an operator physically does not 
cross states lines he may be en- 
gaged in interstate commerce and 


should file, and it stressed the 
point that the deadline cannot be | 
extended, | 


Any common carrier by motor | 
vehicle engaged in bona fide op- 
erations on June 1 last and any 
contract carrier so engaged July | 
1 last is entitled, on application, | 
to a certificate or permit with- | 
out further proceedings. Those | 
motor carriers who have insti- 
tuted or extended their opera- 
tions after those dates also have 
certain inherent rights under the 
act, but according to the notice 
these rights will be lost unless 
formal applications for certifi- 
cates or permits are filed before 
the deadline. 


In the meantime, also, the ICC | 
has issued an order extending the | 
deadline for filing rates and tar- 
iffs under the act until Mar. 2 
Those approved will become ef- 
fective Apr. 1. The previous dead- 
line was Jan, 15 and the effec- 
tive date Feb. 14. 
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SIDE VIEW of new Terraplane %-ton cab pick-up express just announced by the Hudson Motor 


Car Co, 


Final Goodyear Argument 


Scheduled by FTC for Jan. 14 


(Special to Automotive Daily News) 


Washington, Jan. 10.— Final 
argument in the Federal Trade 
Commission’s complaint against 
Goodyear Tire & Rubber Co., 
charging price discrimination 
against dealers in its contract 
with Sears, Roebuck & Co., will 
occur before the commission be- 
ginning at 10:00 o’clock on the 
morning of Jan. 14. Six hours 
have been allowed for the argu- 
ment, it was announced here to- 
day. 

The complaint against Good- 
year alleges violation of Section 
2 of the Clayton Act, the specific 
allegation being that the low 
prices fixed in a so-called cost 
plus contract at which Goodyear 
sells tires to Sears, Roebuck & 
Co., constitutes an illegal dis- 
crimination in favor of Sears, in 
violation of Section 2 of the Clay- 
ton Anti-Trust Act. It is alleged 
in the complaint that the low 
prices fixed in this contract have 
a discriminatory and injurious 
effect, not only upon retail tire 
dealers who are competitors of 
Sears, but upon tire manufac- 
turers who are competitors of 
Goodyear. 

Goodyear seeks to justify the 
low prices in its contract with 
Sears, asserting that such prices 
were possible because of the large 
quantity of tires involved, that 
the contract was made in good 
faith to meet competition, and 
also that the competition furn- 
ished by Sears to tire dealers was 
not wholly due to the low prices 
fixed in its Goodyear contract. 

This is regarded as one of the 
most important cases ever to 
come before the commission. The 
commission’s complaint was 
issued in September, 1933, and a 
large volume of testimony has 
been taken, the taking of testi- 
mony occurring at intervals be- 
tween January, 1934, and March, 
1935. In November, last, the com- 
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mission overruled a number of 
exceptions entered by the re- 
spondent to the findings of the 
trial examiner in this case. 

At this final hearing before the 
commission, the argument will 
be on the merits of the entire 
case, with particular reference to 
the effect of the alleged discrim- 
ination on the tire industry, that 
is, as to whether or not, as a re- 
sult of the alleged discrimination, 
there has been a lessening of 
competition among retail dealers 
and independent tire manufactur- 
ers, and whether there has been 
a tendency to create a monopoly 
in the Goodyear Co. 

Aside from the importance of 
this case to the tire industry, it 
is of interest to many other in- 
dustries, probably particularly so 
to chain stores. This for the rea- 
son that it is the first case in 
which the commission has been 
called upon to pass upon the 
legality of the practice of manu- 
facturers of nationally advertised 
articles, usually distributed 
through independent retail deal- 
ers, in selling the same similar 
articles under private brands to 
chain stores or mass distributor 
at prices substantially lower than 
are charged to independent deal- 
ers. 


Canada Imports Up 


Montreal, Jan. 10.—The Dominion 
of Statistics today reports Novem- 
ber, 1935, imports of motor vehicles 
totaled 327, worth $222,046, com- 
pared with 107, worth $76,102 in 
November, 1934. 

Last November 244 passenger cars 
valued at $1,200 or less each were 
imported, their total value $154,666. 
Of these 199 came from the United 
States and 45 from the United King- 
dom. Imports of automobile parts 
were valued at $1,868,000, compared 
with $522,000 in November, 1934. 
Most of them came from the United 
States. 


390,000 Inspect 
Fisher Exhibit 


Detroit, Jan. 10.—Approximately 
350,000 persons have viewed the 
Fisher Body display in the lobby 
of the General Motors Building 
here in the last two weeks, it was 
disclosed today. 

Prepared especially for the 
General Motors exhibit in the 
Waldorf-Astoria at the time of 
the New York automobile show, 
the display allows visitors to 
make their own comparison of 
the relative strength of the solid 
steel “turret top” as compared 
with the fabric-covered wood bow 
and slat roof that preceded it. 


Samples of the two types of 
roofs, stripped to show their con- 
struction and pivoted at each 
end so they may be revolved, form 
one of the principal features of 
the exhibit. 

Results of heat tests conducted 
with the sanction and supervision 
of the American Automobile 
Assn. are portrayed by a continu- 
ous motion picture. These tests, 
made under actual operating 
conditions beneath the blazing 
Key West sun, are said to demon- 
strate that the solid steel “turret 
top” Fisher body is as resistant 
to heat and cold as it is to 
physical shock. 


Fisher no-draft ventilation and 
the major steps in the production 
of the solid steel “turret top” are 
depicted in a series of murals 
mounted on each side of the mo- 
tion picture projector. An actual 
demonstration of the ventilating 
system is furnished by a Chevy- 
rolet master de luxe sedan 
equipped with a blower. 


Willys 77 Establishes 


New African Record 


Toledo, O., Jan. 10.— Another 
demonstration of the reliability 
| of the modern car was staged re- 
| cently in Africa when a Willys 
77 standard sedan made a 1,000- 
| mile round trip over an unchart- 
| ered course from Durban to Lou- 
| renco Marques on the Portuguese 
| border in less than 40 hours, in- 
cluding all stops, says Willys 
officials. 
| The Willys 77 left Durban on 
Saturday morning, traversed the 
500 miles to the Portuguese bor- 
der and arrived at Lourenco 
Marques that night, it is said. 
| On the return trip the Willys 77 
left Sunday morning and was 
back in Durban early that night. 


The run was not a speed test, 
officials say, but the ~-eturn trip, 
made in 13 hours and 35 minutes, 
bettered by more than four hours 
the previous record of 17 hours 
and 40 minutes. Of the 1,000 
miles covered at least 500 miles 
are secondary roads—mere wagon 


REAR VIEW of new Terraplane panel delivery for 1936 showing | tracks — while nearly 200 miles 
roomy interior of %-ton capacity vehicle. 


are not even mapped. 
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Program Set for APEM Meeting i in Detroit Jan. 17 


Reports and 1 Addresses 


Preceded 


Detroit, Jan. 10.—The program 
for the annual meeting of the 
Automotive Parts and Equip- 
ment Manufacturers, to be held 
in the Book-Cadillac Hotel, here, 
Jan. 17, has been released by C. 
C. Carlton, president. 

The meeting will open at 11:30 
a.m. with a registration of mem- 
bers. Luncheon will be served 
at 12:30 p.m. and at 1:15 p.m. 
The session will be called to order 
by the president. The remainder 
of the program follows: 

1:15 P.M. Call to order by the 
president. Report of 
tellers of election for 
directors and introduc- 
tion of directors elected 
and new officers. 

. Treasurer’s report. 

. Address by C. O. Skin- 
ner, executive secre- 
tary, “Review of the 
Work of the Associa- 
tion in 1935.” 

. Address, “Government 
Regulation,” Dr. Neil 
Carothers, director of 
College of Business 
Administration, Lehigh 
University. 

Address, C. C. Carlton, 

“1936 Activities.” 

General discussion. 


Industry Spends 
$1,500,000 for 
New Equipment 


Detroit, Jan. 10.—The automo- 
bile industry has expended ap- 
proximately $1,500,000 for new 
large stamping presses which are 
to be delivered to companies in 
southern Michigan during the 
next three or four months. 


This large capital outlay is 
looked upon as the beginning of 
the equipment purchases which 
will be made over the next six 
months for 1937 models. Some 
of the machinery is expected to 
be installed in sufficient time 
that it may be used in the peak 
spring season, if necessary. 


Never before in the history of 
the automobile industry has 
equipment buying for future 
models started so early. It is 
indicative of the fact that car 
manufacturers already are plan- 
ning to avoid delays in getting 
under way on 1937 models and 
also that the industry anticipates 
continuation of fall announce- 
ments. 


The substantial amount of press 
equipment already contracted for, 
together with prospects of further 
purchases, is due in some mea- 
sure to the pronounced trend to- 
ward all-steel construction and 
particularly toward the use of 
all-steel tops as standard equip- 
ment. 


Among equipment orders placed 
recently are those for four mam- 
moth presses to stamp out turret 
tops in one piece at the new 
Grand Rapids Stamping Division 
of General Motors Corp. Each of 
these presses exerts pressures up 
to 2,250 tons, said to be the largest 
yet built for production purposes. 


Equipment builders catering es- 
pecially to the automobile indus- 
try are working at full capacity, 
with enough business booked 
ahead to keep present operating 
rates sustained for the next two 
or three weeks. 


8:30 P.M. 


Belgian Auto Sales 


Show Big Improvement 

lciiogton Jan. 10.—Unusual 
activity in the Belgian automo- 
tive market during the current 
year is reported to the Depart- 
ment of Commerce. Sales dur- 
ing the first 10 months of motor 
vehicles showed a marked in- 
crease over 1934 while November 


by Luncheon 


business far exceeded that of the 
same month last year. One rep- 
resentative of a popular Amer- 
ican make, it is pointed out, re- 
ported that his November sales 
registered a fourfold increase 
over the 1934 figure. 

The causes for the trade accel- 
eration, the report states, are as- 
cribable to many factors, among 
which are the general improve- 
ment in the economic conditions 
in Belgium and the lowered prices 
to users made possible through 
duty reductions on a large cate- 
gory of automotive parts. These 
developments have induced im- 
porters to assemble most of the 
vehicles within the country at a 
saving in cost as compared with 


the imports of completely assem- 
bled vehicles. 


With these lower costs Ameri- 
can vehicles have been enabled to 
compete on more equal terms 
with local cars and small Euro- 
pean makes. The advance of the 
date for introducing 1936 models 
played some part in the November 
activity also, according to the re- 
port. 


Heads Dealer Group 

Knoxville, Tenn., Jan. 10.—Tom L. 
Trent, secretary-treasurer of Rodg- 
ers & Co., Inc., was elected presi- 
dent of the Knoxville Automotive 
Trades Assn. at the annual meeting 
of the organization. Hugh Mc- 
Cutchan was elected first vice-presi- 
dent; Hunter Dunn, second vice- 
president; H. T. Poore, secretary 
and treasurer. 


Directors are: Trent, 
Dunn, Goodloe Walden, 
Callie, H. C. Buchanan, 
aldson and J. C. Mahan. 


B. Mc- 


McCutchan, 
R. 
R. L. Don- 


Farm Equipment 
Is Due for Boom 


Wichita, Kan., Jan. 10.—Trac- 
tors, combines, threshers and til- 
lage implements found their way 
in ever increasing numbers to 
Kansas and Oklahoma farms in 
1935, according to annual re- 
ports of branch managers of 
power farm machine companies 
at Wichita. 

From all indications farmers in 
these two states have licked the 
depression and once again are 
attaining a certain degree of eco- 
nomic stability, unknown since 
1930 when the price of wheat 
tumbled to demoralize the agri- 
cultural industry. 

Western Kansas and parts of 
Oklahoma which have suffered 
from dust storms and drouth, as 
well as the depression, are ex- 


pected to be fertile fields for farm 
machinery sales during the com- 
ing year, as crop prospects are 
the best since 1931. 


Increased commodity prices, 
AAA benefit payments and fair 
crops have served to put the 
farmer on his feet and now he 
is buying needed machinery. 
Many have not made any pur- 
chases for four or five years. 

Implement and power farm ma- 
chinery dealers are gratified over 
last year’s business, which ex- 
ceeded that of 1934. 


Arkansas Taxes 

Little Rock, Ark., Jan. 10.—Gaso- 
line tax collections for the year 
just ended totaled $8,199,271.90, as 
compared with $8,032,263. 52 in 1934, 
according to announcement by Rev- 
enue Commissioner Earl Wiseman. 
Automobile license fees yielded $2,- 
894,758.44 last year, as compared 
with $2,174,739.60 in 1934, it was 
stated. 


Hydraulic 


has, beyond question, helped 
sell ptllions of cars and trucks 


T IS hard to say what sells a motor car. Even the buyer 
himself can rarely tell you. But there can be no doubt 
of the tremendous popularity of hydraulic braking. Thou- 
sands of owners when questioned, list hydraulic braking 
first in their estimation of important factors influencing 
their selection of new cars. 


Year after year the popularity of hydraulic braking grows, 
as new owners, by hundreds of thousands, join the vast 
army of hydraulic brake enthusiasts. 


Naturally, then, year after year, more and more makes 
of cars are hydraulic-brake-equipped. 


Look at the list for 1936—its length and its character. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN 


LOCKHEED HYDRAULIC 
Four BRAKES Wheel 


OFFICIALLY SERVICED THROUGHOUT THE NATION BY WAGNER ELECTRIC CORPORATION 





AUTOMOTIVE DAILY NEWS, SATURDAY, “JANUARY 11, 1936 


DEALERS — 


Half of 39 Dealers Have Disappeared from Rolls 


Find Gasoline Stations 
Most Stable Business 


Detroit, Jan. 10—Included in 
the report of the Census Bureau 
of the Depar..nent of Commerce 
covering the retail and wholesale 
distribution of most of the com- 
modities in the United States and 
embracing the activities of the 
retail activities of the oil and 
gasoline trade for the year 1933 
and just issued, is the statement 
that 23,000 automobile dealers, or 
50 per cent of those in business 
in 1929, has disappeared, or lost 
their identity in 1933. 


In dealing with old and new 
enterprises in 1933 (the last year 
for which any business figures are 
available), it is pointed out that 
the gasoline service stations in 
the United States were the most 
stable business in point of dis- 
appearance of outlets. The re- 
port points out that even though 
33,470 gasoline stations listed in 
1929 had gone out of business 
they represented only 27.5 per 
cent of those in operation in 1929. 
New stations appearing since 
1929, and making a total in busi- 
ness in 1933 of 170,404, did a vol- 
ume of $1,531,742,000 for the year. 
The volume in 1929 amounted to 
$1,787,432,000. 


Contains 17 Volumes 


While the general American 
business report is contained in 
17 volumes and all data was col- 
lected by Civil Works Adminis- 
tration workers, a separate vol- 
ume is devoted to the operations 
of independent and chain gas and 
oil stores, from which data there 
has been taken the activities of 
the chain gasoline station opera- 
tors and the independent owners. 


an 
| 


\ 


iA, 


O intensive SELLING campaign among factory 


purchasing agents of automotive equipment and acces- 


The study shows that chain sta- 
tion operations are slicing into 
the operations of the independ- 
ents. In 1929 the independent 
station operators had 66 per cent 
of the business. In 1933 compila- 
tion the independents had 
dropped to 64.3 per cent. The 
number of independents in 1933 
totaled 134,239 and did a volume 
of $984,867,000, while the chain oil 
and gas stations totaled 36,026 
and reported a volume of 
$543,682,000. 


The operating expense of the 
various types of stations is one of 
the interesting parts of the re- 
port. The independent station 
operators had a total expense of 
$165,666,000 as compared with the 
chain station operators $175,906.- 
000, showing that the independent 
operators had lower operating 
costs in general, due to the fact 
that the independents reported 
155,734 proprietors, practically all 
of whom work at their own sta- 
tions. The average station pay- 
rolls, listed before the code came 
into being, was $888 per year per 
man, while the chain stations re- 
ported $1,130 per man per year. 


A growing trend towards decen- 
tralization of distribution outlets 
and towards smaller cost of oper- 
ations stations is indicated in the 
report. (The 1934 report will un- 
doubtedly show another change 
because of the inception of the 
automobile dealers neighborhood 
sales and service stations in that 
year). Of the total of 170,404 sta- 
tions, 53 per cent were located 
in points of 2,500 or less and did 
31 per cent of the total volume in 


sories can be considered complete 


without including the highly repeti- 
tive and productive influence of 
Outdoor Advertising in Detroit... 


OUTDOOR 


sales; 17 per cent of the stations 
were in cities over 100,000 and did 
30 per cent of the total sales. 


Sales Breakdown 
A breakdown in the number of 
stations in cities of different pop- 
ulation groups and total sales 
volume is contained in the fol- 
lowing table for the 1933 busi- 
ness; 


Size of Cities 
500,000 
250,000 
100,000 
75,000 
50,000 
30,000 
20,000 
10,000 
5,000 


Sales 
$198,624,000 
134,670,000 
122,523,000 
39,152,000 
71,260,000 
82,282,000 
64,818,000 
125,293,000 
113,106,000 
2,500 98,884,000 
Under 2,500. 481,162,000 
Stations in 1933 doing a volume 
of business under $10,000 a year 
accounted for 70.1 per cent of 
the national volume. Those do- 
ing up to $50,000 did 28.2 per cent 
of the total. Stations doing be- 
tween $50,000 and $100,000 secured 
only 1.2 per cent of the national 
volume and those in excess of 
$100,000 a year had only 0.5 per 
cent of the national business. 
This interesting commentary on 
the oil and gas business is better 
shown by the following table: 
Volume Unit Stations Volume 
Less than $10,000 year.. 119,701  $440,216,000 
$10,000 to $19,000 35,580 469,905,000 
$20,000 to $29,999 9,331 221,884,000 
$30,000 to $49,999 5,166 188,191,000 
$50,000 to $99,999 2,103 130,212,000 
$100,000 up 523 86,316,000 
One station not named in the 
1933 report was shown in the 
$1,000,000 bracket with a reported 
volume of $1,095,000. 


That the oil and gasoline sta- 
tion business is a prominent pic- 
ture of the automobile business 
is shown that of the total volume 
of business done in the gas sta- 
tion field incomes were reported 
for a total of $42,324,000 from re- 
pair and service work. The bal- 


Stations 
12,129 

- 8,648 
ee 9,287 
2,616 


Al V.ee-e> ey a (s oy 


ADVERTISING 
Throughout Michigan’s Largest Trading Areas 


Would Create New 


Set of Snoopers 
Minneapolis, Minn., Jan. 
10.—Alderman Henry Bank 
today had drafted an 
amendment to the traffic 
ordinance forbidding oil sta- 
tion attendants to sell gaso- 
line or oil to any person 
driving an automobile under 
the influence of liquor. 

The proposed amendment 
to the traffic ordinance was 
expected to have the ap- 
proval of the city council 
street traffic committee, be- 
fore which group Bank pre- 
sented the measure and its 
passage by .the council was 
indicated. 

“It will keep intoxicated 
persons out of motor cars 
and help us cut down acci- 
dents during 1936,” Alder- 
man Bank declared. 


ance of the volume was in sales 
of oils, grease, accessories and 
gasoline. This amounted to $1,- 
479,005,000 in 1933. The smaller 
town stations reported sales 
amounting to $6,008,000 for bev- 
erages and meals. Sales to other 
outlets totaled to approximately 
$50,000,000. 


Averaged $79.16 

On the basis of 23,843,591 cars 
and trucks operated in 1933 as 
shown by the registrations, each 
unit truck or passenger car pat- 
ronized the gas stations to extent 
of buying $79.16 worth of sup- 
plies, accessories and repairs. In 
addition the gasoline taxes alone 
amounted to $518,195,712. 

United States gasoline taxes 
were an additional $181,125,988 
and lubricating oil taxes of $12,- 
816,534. 


South Carolina 
Sales Increase 


15% During 35 


Columbia, S. C., Jan. 10.—Fig- 
ures released by the motor ve- 
hicle license department  dis- 
closed that the sale of new auto- 
mobiles in South Carolina for 
the year 1935 totaled 29,153, as 
compared with 24,472 in 1934, an 
increase of 4,681 new units or 
15 per cent. 


The total registrations by in- 
dividual makes for the past year 
in South Carolina were: Chevro- 
let, 10,474; Ford, 9,557; Plymouth, 
3,018; Dodge, 1,689; Oldsmobile, 
841; Pontiac, 835; Essex, 577; 
Buick, 448; International, 194; 
Willy, 191; Studebaker, 185; Hud- 
son, 98; De Soto, 87; GMC, 85; 
Hupmobile, 66; Auburn, 37; Gra- 
ham, 36; Austin, 20; White, 20; 
Nash, 18; LaSalle, 16; Lincoln, 14; 
Reo, 10; Mack, 7; Corbitt, 5; 
Hug, 5; F. W. D., 3; Meteor, 3; 
Federal, 2; Henney, 1; and mis- 
cellaneous, 72. 


Sealed Power Bestows 


Xmas Bonus on Workers 

Muskegon, Mich., Jan. 10. — 
Every employe of the Sealed 
Power Corp., of this city, received 
a wage bonus check of equal 
amount, shortly before Christmas 


Officials stated that the pay- 
ment was made not as a gift, but 
as a work bonus to which the em- 
ployes were entitled in return for 
good work and faithful service. 


world center of automotive purchasing. 4.Outdoor Adver- 
tising is a vital reminder factor in the everyday life 


of these accessory buyers who are 


so completely dependent upon their 
own motor cars for transportation to 
and from their homes and offices. 





TRUCKS 
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| Stewart Announces New 34-Ton Truck Priced $545 


Streamlines Follow 
Passenger Car Trend 


Buffalo, N. Y., Jan. 10.—Pro- 
duction of a new %-ton, six-cyl- 
inder truck chassis to sell at $545 
at factory, was announced today 
by the Stewart Motor Corp. of 
this city. 

The motor is a six-cylinder with 
three-inch bore and _ four-inch 
stroke—a full floating rear axle 
that is said to be a distinct fea- 
ture for this size truck. Other 
features are a 10-inch clutch, 13- 
inch hydraulic brakes, synchro- 
mesh transmission and oversize 
electrical equipment. 

The piston displacement is 169.6 
cubic inches and develops 60 
horsepower at 2,800 r.p.m. It is 
equipped with force-feed oiling 
system, down-draft carburetion, 
air cleaner and fuel pumps, The 
crankshaft bearings are steel 
backed. The cylinder head is 
removable. 

The radiator is of the pressed 
steel shell, chrome front, “V” type 
with a modified tubular type 
core. 

Rear axle is the full floating 
spiral bevel gear type with a 
heavy differential mounted on 
Timken bearings. It is supplied 
in a standard gear ratio of 5.1:1 
or optional of 4.27:1. 

The front springs are 38% 
inches long by 1% inches wide, 
equipped with eight leaves of al- 
loy steel. The rear springs are 50 
inches long by two inches wide, 
having 12 leaves of alloy steel. 
Both front and rear springs are 
equipped with bronze bushings 
and %-inch spring pins. 


Hydraulic Brakes 

Service brakes are Lockheed 
four-wheel hydraulic, 13 inches by 
two inches all around, operating 
against cast steel drums. Emerg- 
ency brake operates on rear of 
transmission. The universal joints 
are the latest type Spicer roller 
bearing. 

Standard equipment calls for 
6.00x16 six-ply tires with an over- 
size of 6.50x16 and 7.00x16 at extra 
cost. 

Two wheelbase lengths are sup- 
plied—128-inch for eight-foot bod- 
ies and 120-inch for six and a half 
and seven-foot bodies. The stand- 
ard chassis weighs 2,325 pounds. 

Several body styles are avail- 
able for this %-ton— a panel in 
six and a half, seven and eight- 
| foot lengths, a steel pickup in 
| six-foot eight-inch and eight-foot 
lengths and a covered express in 
seven and eight-foot lengths. A 
modern “V” type cab with sloping 
windshield and one-piece steel 
roof is also available. 


Says R. R.’s Need 
New Car Carriers 


Washington, Jan. 10.—According 
to testimony presented before an 
Interstate Commerce Commission 
hearing here this week the rail- 
roads of the United States need 
42.000 automobile cars equipped 
with special loading devices to 
meet the present demand for such 
equipment. The carriers now 
have 24,000 such cars in service. 

The hearing, held before W. V. 
Hardie, director of the ICC bur- 
eau of traffic, was on the applica- 
tion of the New York Central 
to alter present car service rules 
to permit eastern carriers to make 
available to shippers, when de- 
vice-equipped cars are not avail- 
able. other cars with the minimum 
weight of a shipment reduced 
from 10,000 pounds to 6,000. The 
New York Central proposal, made 
on behalf of itself and other car- 
riers, is designed to overcome the 
present shortage of automobile 
cars. 

Representatives of the Chevro- 
let Motor Co. opposed the carriers’ 
proposal, contending that it would 

esult in discrimination against 
hippers in some cases. 


Toledo Credit 
To Aid Business 


Toledo, O., Jan. 10—An enor- 
mous reservoir of credit available 
in banks in Northwestern Ohio is 
expected to stimulate business in 
1936 considerably beyond the new 
post-depression records set last 
year. 


Henry L. Thompson, president 
of the Toledo Trust Co., also a 
wholesale hardware merchant, 
closely connected with many 
manufacturing interests, said the 
fact that Toledo banks now have 
$50,000,000 available for commer- 
cial business should help mater- 
ially when it is needed. 


“We are on the road of busi- 
ness progress,” said Thompson. 
“The large amount of cheap 
credit available will be instrumen- 
tal in promoting new enterprises 
and increasing the activities in 
old organizations.” 


ICC Gives Formal Notice 


Of Truckers Filing Date 


Washington, D. C., Jan. 10.— 
Under date of Dec. 30, the Inter- 
state Commerce Commission 
issued a formal notice to al] mo- 
tor carriers engaged in transpor- 
tation for hire in interstate or 
foreign commerce. Excerpts 
from the notice follow: 


“ * * * to date only a com- 
paratively small number of such 
applications (for certificates or 
permits) have actually been filed 
with the commission.” 


“ * * * Unless their applica- 
tions * * * are filed on or before 
Feb. 12, 1936, they will lose valu- 
able rights (under the Grand- 
father Clause), and that if they 
continue so to operate without 
filing such applications they will 
be subject to fines * * * . Each 
day of such violation will con- 
stitute a separate offense.” 


New York Car Dealers 


Support Lehman Idea 


New York, Jan. 10.—“The auto- 
mobile . retailing industry,” said 
David C. Fenner, chairman of the 
Legislative Committee of the 
Automobile Merchants Assn. of 
New York, “stands squarely be- 
hind any movement that will 
guarantee a greater measure of 
safety to motorists and pedestri- 
ans of the State of New York.” 

“Governor Lehman’s recent pro- 
posal for the establishment of a 
Safety Inspection for all vehicles 
operating on the highways of the 
State of New York is a construc- 
tive forward step toward the 
elimination of improperly main- 
tained. and dangerous vehicles.” 


Alley Garage Decision 


Minneapolis, Minn., Jan. 10.—The 
right of “alley garage” owners to 
operate commercial automobile serv- 
ice business, in their own back yards 
in Minneapolis residential districts, 
will be decided by the Minnesota 
supreme court. The city contends 
it violates” the Minneapolis zoning 
law. 

The alley garage case will be 
taken to the supreme court by Benny 
Gunderson, operator of a garage on 
his premises. He appealed from a 
municipal court conviction for viola- 
tion of the zoning law. 


Truck Permits Up 


St. Paul, Minn., Jan. 10—Fees 
collected by the Minnesota railroad 
and warehouse commission in 1936 
for truck permits totaled $16,026 
compared with $14,819 the year be- 
fore, it was announced today. 

Permit petitions filed totaled 2,714 
compared with 2,163 in 1934; plates 
assigned numbered 3,750 compared 
with 3,021 the previous year and 
3,021 cards were issued, the report 
stated. 


ROOMINESS ON THE INSIDE, plus good looks on the outside are the boasts of new Stewart %- 


ton model announced today by the Stewart Motor Corp., Buffalo. 


upward. 


Co-operative 


Used Car 


Drive Success in Omaha 


Omaha, Neb., Jan. 10.—Fifteen 
automobile dealers in co-operation 
with the Omaha _ newspapers 
staged a holiday used car sale, 
featured by co-operative adver- 
tising, which not only resulted in 
boosting sales but also left the 
dealers with a number of likely 
prospects for both used and new 
car sales. Several of the dealers 
also used novel merchandising 
ideas along with the newspaper 
and poster advertising. 


The high spot of the co-opera- 
tive advertising was a _ slogan 
contest. Prospective buyers were 
instructed to read carefully each 
of the 15 advertisements, then 
write one or more slogans for the 
used car firms represented. The 
readers also were advised to 
search the ads for clues to help 
in forming the slogans. Slogans 
were handled through a “Used 
Car Contest Editor” of the Omaha 
World-Herald. First prize was 
three tickets to a leading theater; 
second prize, two tickets; and 
third to seventh prizes, one ticket 
each. 


Among the dealers who used 
special merchandising stunts in 
connection with the holiday sea- 
son sale was Brandes-Campbell, 
Hudson and Terraplane distribu- 
tor, which gave a lady’s fur coat 
free with the purchase of any of 
a specified list of used cars sell- 
ing at around $400 to $700. The 
Morton Studebaker sales and 
service company gave a $35 
bicycle with specified used cars 
ranging in price from $275 to 
$550, and also gave away abso- 
lutely free every day for five days 
100 miniature Studebaker cars. 
Persons seeking these novelties 
had only to fill out a coupon 
giving their name, address, make 
of car owned and the year model. 


Sample-Hart Motor Co., 
dealer, gave every purchaser of 
a used car from the company a 


Lining Replacement 


Sales Show Increase | 


New York, Jan. 10.—An improve- 


ment in sales of brake lining for | 


replacement contributed largely 
to the 22 per cent increase in 
manufacturers’ sales of brake lin- 
ings and clutch facings for the 


third quarter of 1935 over the | 


same period of 1934. 


The Brake Lining Mfrs.’ Assn., 
Inc., in announcing the estimated 


industry sales states that the up- | 


ward trend of replacement sales, 
which started in July, was 
brought about mainly by an in- 
creased demand for better quali- 
ties of brake lining resulting 
from the growing sentiment 
among car owners that reliable 
brakes are necessary as a safety 
measure. 








Ford | 


Christmas turkey dinner basket 
containing a complete Christmas 
dinner. The used car salesrooms 
were kept open evenings to ac- 
commodate the rush. 

John Opitz, Chevrolet dealer, 
featured a free car sales scheme 
in which the buyer had a chance 
to get the car he selected free if 
he drew a lucky number. This 
applied to both new and used 
cars, and tended to induce the 
prospect to select one of the 
higher priced vehicles. Andrew 
Murphy & Son, Chrysler and 
Plymouth distributor, built its 
sales appeal around “winterized” 
used cars and a three-day driving 
guarantee. A. C. Nelson Auto 
Sales Co. featured easy terms 


Allis-Chalmers Output 


Set to Reach New High 


LaCrosse, Wis., Jan, 10. — The 
Allis-Chalmers tractor and farm 
implement branch here has set 
a production goal of $3,000,000 for 
1936 to double the 1935 record, 
with sufficient orders on hand to 
keep the factory moving three 
shifts, night and day, for the next 
nine months. 


Paralleling the spurt at the 
Milwaukee, Wis., tractor plant, 
Allis-Chalmers has increased its 
unit production here to top the 
entire corporation. In 1933 there 
were 600 units, in 1934, 6,000, and 
in 1935, 18,000. The 1936 goal is 
36,000 units. 

The plant is now employing 
900 persons, with a gradual pay- 
roll increase to go over the hun- 
dred mark by the end of the 
month. 


The new model is priced from $545 


Dallas County Tex., Has 


Biggest Year Since ’29 

Dallas, Tex., Jan. 10.—Herbert 
Watson, of the automobile license 
bureau, reports that Dallas 
County automobile dealers closed 
1935 with the biggest year’s busi- 
ness of any since 1929, registra- 
tions of new cars totaling 12,869, 
compared with 10,129 in 1934, 7,585 
in 1933, 5,224 in 1932, 8,171 in 1931, 
and 10,785 in 1930. The 1929 fig- 
ure, all-time record for the 
county, was 16,684. 

“Besides establishing a six-year 
record, 1935 established an all- 
time peak for one day’s business 
when on February 28 registra- 
tions totaled 106,” it was stated. 


Arthur T. Roberts New 
Socony-Vacuum Treas. 


New York, Jan. 10.—Arthur T. 
Roberts has been elected treas- 
urer of the Socony-Vacuum Oil 
Co., Inc., succeeding F. S. Fales, 
vice-president, director and mem- 
ber of the executive committee. 

Roberts has served for 16 years 
as assistant treasurer and has 
been for 29 years in the service 
of the company. 

Starting as junior clerk in 1907, 
Roberts rose through the ranks 
and occupied many positions of 
importance before coming to his 
present work. 


Illinois Fees Up 


Chicago, Jan. 10.—Last year was 
the largest in automobile registra- 
tion and license fee revenue since 
1931 in Illinois, according to official 
figures released today by Edward J 
Hughes, secretary of state. Total 
car registrations, he announced, 
were 1,342,904 units, a gain of 57,- 
470 over 1934. Trucks registered 
amounted to 190,843, an increase of 
12,347 over the preceding year. 
Motor vehicle fees totaled $18,645,- 
585, an increase of $1,303,672 over 
the year before. 


HOWL Wx uvGTONn 


48TH STREET AT LEXINGTON AVE.,NEW YORK 


Where to stop when you go to New York. 800 
rooms with bath, $3 and up. Dinner and Supper 
dancing with OZZIE NELSON and his orchestra. 


Charles E. Rochester, Mgr « National Hotel Management Co., Inc « Ralph Hitz, President 
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MEMA November Index y Up § 98 Points Over 1934 


Shipments Continue Rise 
Despite Seasonal Slow-up 


New York, Jan. 10.— Despite 
seasonal recessions in other 
branches of the industry, the 
continued rise in shipments to 
car makers for original equip- 
ment carried the Motor and 
Equipment Manufacturers Assn. 
Grand Index for November 58 
per cent above the same month 
last year. 

The Grand Index of all divi- 
sions stood at 135 per cent of the 
January, 1925, base for Novem- 
ber, as compared with 132 per 
cent for October and 77 per cent 
for November, 1934. 

Shipments to car and truck fac- 
tories for original equipment 
rose 11 points over the previous 
month, still influenced by the 


earlier introduction of new car 
models. The index for Novem- 
ber was 148 per cent of the 1925 
base, while that for October was 
137 per cent and for November, 
1934, 66 per cent. 

Shipments of replacement 
parts to wholesalers in Novem- 
ber went down to 139 per cent, 
which compares with 141 per cent 
for October and 123 per cent for 
November a year ago. 

Shipments of accessories to 
wholesalers were 147 per cent of 
the 1925 base for November, a 
slight decrease from the 150 per 
cent for October but far ahead 
of the 124 per cent of November, 
1934. 


Shipments of service equip- 


—-NOW 
on the 


ment to wholesalers reflected the 
usual seasonal decline for No- 
vember, The index for that month 
was 80 per cent, as compared 
with 98 per cent for October and 
56 per cent for November of 
last year. 


Winter Sales Up 
In Minneapolis 


Minneapolis, Minn., Jan. 10. 
A tremendous increase in new au- 
tomobile sales in Minneapolis and 
the northwest during the latter 
part of 1935, with resultant in- 
crease in employment, followed 
early announcements of 1936 
models by the industry, it was 
revealed here today. 

Nearly all manufacturers 
brought out their new models in 
the late fall, hoping thereby to 


stimulate business during the 
normally slack winter months and 
to level to some extent the ups 
and downs of new automobile 
sales. 

Because of its climate the 
northwest in the past has pur- 
chased the major portion of its 
new automobiles in the spring, 
sales in the winter months being 
light. However, the last three 
months of 1935 found sales over 
the territory maintained at high 
levels. 

In Hennepin County (Minne- 
apolis), new automobile deliveries 
totaled 1,234 in November and 733 
in December. Even in the peak 
year of 1929, these two months 
showed deliveries of only 804 and 
385 new automobiles. 

Total new automobile deliveries 
in 1935 in Hennepin County were 
16,336, the highest figure since 
1930. 


newsstands! 


Responding to an increasing number of requests 
from friends of ADN who have to ride-the-rattlers 


and play-one-night-stands---- 


YOU WILL NOW FIND (WEHOPE) ON MOST GOOD NEWSSTANDS 
RAIL AND AIRWAY STATIONS 
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(If you fail to find it at any stand ADN will appreciate your asking the newsdealer to write us. Thanks! ) 
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EQUIPMENT 


Colo. Truck Men 
Prepare Listings 


Denver, Colo., Jan. 10.—A thou- 
sand truck and bus operators in 
Colorado have been busy during 
the past week preparing to file 
with the interstate commerce 
commission their schedules and 
tariffs of rates as provided by 
the new federal motor vehicle 
act which for the first time will 
bring such carriers under the 
same kind of regulation imposed 
on railroads. Jan. 15 has been 
set as the date for the schedules 
and tariffs to be filed. 


Before that time, truck and bus 
operators anticipate, Washington 
will announce the appointment of 
men to take over the administra- 
tion of the new act in Colorado 
and this region. Denver will have 
two of the I. C. C. motor vehicle 
offices, one a regional office for 
Colorado, Wyoming and New 
Mexico, with a director, a rate 
expert and an accountant in 
charge, anc. a Colorado district 
office with a supervisor at its 
head. 

Twenty-five or more bus lines, 
300 motor truck common carriers 
and upward of 700 contract or pri- 
vate carriers will be affected in 
this state, according to James F. 
Rowan, secretary of the Motor 
Truck Carriers Assn. in Denver. 
Most truck and bus operators wel- 
come the regulation which the act 
provides and expect it to do away 
with “vicious competition” prac- 
tices. which have grown up 
within the motor carrier indus- 
try, Rowan said. 


Dominion Agrees to Aid 
Trans-Canada Road Cost 


Montreal, Jan. 10.—Rapid con- 
struction of the long-dreamed-of 
highway extending from Halifax 
to Vancouver, the Trans-Canada 
route, was envisioned in a com- 
mittee report to the Dominion- 
Provincial conference. 


The Dominion agreed to con- 
tribute 50 per cent of the prov- 
inces’ cost of constructing the 
highway and the same proportion 
of feeder roads. Eliminating of 
dangerous railway crossings was 
recommended. 


The report read as follows: 


Following a lengthy discussion, 
on the general subject of high- 
ways, with a view to further in- 
creasing tourist traffic in all 
parts of the Dominion and as a 
useful and profitable means of 
increasing employment, provid- 
ing revenue producing public 
works and stimulating business, 
it was resolved that contributions 
of the Dominion government for 
highway construction be on the 
basis of 50 per cent of true pro- 
vincial expenditures for construc- 
tion of the Trans-Canada high- 
way to a standard designated by 
each province and approved by 
the Dominion government and of 
such other highways as may be 
designated by the provincial gov- 
ernments and approved by the 
Dominion government as being 
for the general benefit of the de- 
velopment of Canada. 

It was also resolved to make a 
suitable recommendation to the 
Dominion government with a 
view to the earliest possible elim- 
ination of all existing level cross- 
ings in all parts of the Dominion. 


Empire Makes Changes 


Mansfield, O., Jan. 10.——A num- 
ber of changes in the personnel of 
the Empire Sheet & Tin Plate Co., 
of this city, have been announced. 
Stanley A. Richardson, for the past 
five years metallurgist for the com- 
pany has been named general sales 
engineer. He will be succeeded by 
William Fox. 

At the same time Glenn L. Bierly 
has been named Empire general pur- 
chasing agent. Serving with him 
will be Robert W. Cellers, who will 
specialize in the purchase of raw 
materials. 
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Railroad Counsel Sees Caravaning Losing Out 


Says Low F reight Rates 
Would Win Back Traffic 


Lincoln, Neb., Jan. 10.—The 
drive-away or “caravan” method 
of transporting new cars from 
the factory to the dealer situated 
a long distance away is probably 
destined to lose out in public 
favor within the next year or so, 
in the opinion of Joseph H. Hays, 
counsel for Western Assn. of 
Railway Executives, although at 
present this method enables West 
Coast dealers to undersell com- 
petitors who use railroads and 
deliver untraveled cars. The thing 
that will defeat the new car cara- 
vans and give this freight busi- 
ness back to the railroads is the 
growing sentiment for safety on 
the highways, Hays thinks. He 
says: 

Began in 1932 


“For many years dealers located 
within close distances of the fac- 
tory or assembly plants have been 
in the habit of driving a large 
percentage of their new cars over 
the highways to their showrooms. 
The long-haul movement in com- 
mercial quantities is said to have 
begun in 1932, while the national 
bank holiday is credited by one 
manufacturer as the impetus for 
the movement. 


Hays points out that there are 
many different business arrange- 
ments under which automobiles 
are caravaned, but the various 
plans can be roughly divided into 
movements by three groups—the 
contract caravaner, the dealer 
operator and charter parties. The 
big majority of new cars cara- 
vaned, however, is moved under 
contractual arrangements made 
either between the dealer and the 
caravaner or between the factory 
and caravaner. A number of 
companies or individuals who are 
exclusively engaged in the busi- 
ness have appeared in the past 
few months. They make an ar- 
rangement with dealers at desti- 
nation to accept delivery of cars 
for the dealer at the factory and 
to move them by caravan for a 
stipulated price per automobile. 


Novel Method 


“A novel method for caravan 
operations has developed re- 
cently,” declares Hays. “Several 
concerns in Chicago and else- 
where advertise that they are in 
position to furnish free transpor- 
tation to the west coast. These 
people suggest that a party of 
three or more be secured for the 
trip. They require that the in- 
dividuals in the party make some 
proof that they are of good char- 
acter, then offer to let them take 
a single car, their only obligation 
being to drive to destination over 
a specified route and within a 
limited number of days, the driver 
to pay the necessary gas, oil and 
other expenses.” 


Hays says that the prices 
charged by contract caravaners 
vary to some extent, dependent 
upon the distance hauled and the 


Business Lively 
In the Southeast 


Flint, Mich., Jan. 10.— Lively 
business activity, especially in 
automobile and auto accessory 
lines is reported in the south- 
eastern section of the country by 
Wilson S. Isherwood, general 
sales manager of the AC Spark 
Plug Co., who recently returned 
from a business trip through 
Georgia and Florida. 


Especially in northern Florida, 
here the government-appropri- 
ated canal has created somewhat 
of a boom, is business on a de- 
ided upturn, Isherwood said. He 
noted as examples several retail- 
ers in automotive products who 
were jostling with the problem of 
doubling their facilities to handle 
increased business. 


number of cylinders. For move- 
ment to the west coast from the 
middle west the prices range be- 
tween $55 and $75 for services 
and expenses, exclusive of fees 
and taxes charged en route. 


The discount on the west coast 
seems to vary from $25 to $100 per 
car, with $75 as the popular level. 


Sales Cited 


Whether or not methods of de- 
livery have any direct bearing on 
the volume of units sold is difffi- 
cult to determine. Hays states 
that “in the 11 inter-mountain and 
Pacific coast states, in the first 
six months of 1935, manufacturers 
permitting caravaning sold only 
8 per cent of the total number of 


automobiles sold in those states, 
as contracted with 92 per cent 
sold be manufacturers who do 
no caravan. 

“Likewise,” he continues, “in 
these same states, manufacturers 
who permit caravaning enjoyed a 
sales increase of 44 per cent over 
the first half of 1934, while manu- 
facturers who do not permit cara- 
vaning enjoyed a sales increase 
of 72 per cent.” Hays admits, 
however, that caravaning alone, 
or the failure to caravan, could 
not have been the only reason for 
these results. 

Hays believes the public atti- 
tude is crystallizing in condemna- 
tion of the practice of caravan- 
ing, chiefly for reasons of safe- 
ty and convenience. 

The public attitude to some ex- 
tent may be interpreted through 
the acts of many state legisla- 
tures. Statutes previously en- 


acted have been applied to the 
business through rulings or in- 
terpretations in Arizona, Colorado, 
Illinois, Kansas, Missouri, Mon- 
tana, North Dakota, Oregon and 
South Dakota, while special 
statutes were enacted in 1935 in 
Nebraska, Arkansas, California. 
Idaho, Oklahoma, New Mexico, 
Nevada, Texas, Utah, and Wy- 
oming. Thus caravans cannot 
move from the factories to the 
big west coast market without 
running into special taxes and re- 
strictions in a good many states. 


Could Cut Rates 


Whether caravaning, as a busi- 
ness, will increase in importance 
and become permanent, or gradu- 
ally recede and relapse into un- 
importance depends upon many 
factors, according to Hays. “In 
all probability the great majority 
of the traffic in the hauling of 
automobiles could be won back to 


the railroads by substantial and 
very general rate reductions, as 
the impelling consideration seems 
to be the saving in transportation 
expense rather than convenience 
or speed,” he concludes. 

Hays figures the cost of cara- 
vaning at about $120 a car from 
the factory to the west coast, in- 
cluding $60 for expenses (not in- 
cluding taxes) and the same 
amount for discount when the car 
is sold. Competitive freight 
charges range from $130 to $155 
for the greater volume of popu- 
lar makes. 

Since maintenance of caravan 
costs at the level of $60 depends 
upon the availability and use of 
distress labor, better times would 
boost caravaning costs consider- 
ably, not to mention the new taxes 
that are now in effect as a matter 
of promoting safety in most of 
the middle-western and western 
states, Hays said. 


Styled to Sell 


even the best editorial material needs to be styled 


a automobile makers take the best materials 
you can buy, and you make engines which 


percolate sweetly at sixty, brakes which stop 
smoothly, and frames which are the pride of the 


engineering staff. 


But you don’t stop there. You realize that the 
best materials and mechanical principles will never 
sell in volume if the car doesn’t look right. So you 
add a certain slant to the windshield, a certain flare 
to the fenders . . . you dramatize the job. 


This is exactly what we do with Liberty. We buy 
swift fiction for exciting entertainment, timely 
articles for substance. Then, with intriguing cap- 
tions, titles, and illustrations, we dramatize the 
whole magazine because, like you, we realize that 


Jiitlnertyy 


NEW YORK + 


CHICAGO =- 


DETROIT - 


BOSTON 


to sell... to millions. 


Substance alone will attract few buyers—of 


automobiles or magazines. But sound material, 
ably dramatized, has given Liberty the greatest 


retail sale of any magazine—more than 2,000,000 


single-copy purchases every week. 


Our readers are your prospects. They buy 
Liberty because they like even “‘serious”’ articles 
with a flavor of excitement. They will buy your 
cars because they like substance with a thrill; be- 


cause they enjoy a swift ride with a safe stop, a 
dependable chassis plus a neatly streamlined body. 


Advertising in Liberty will sell automobiles be- 
cause Liberty readers are predisposed to buy them, 


SAN FRANCISCO 


TORONTO 
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NEWS 


Biadken Tells Toolmen to Follow Airplane Trend 


Sees New Tool Designs 
Permitting Better Cars 


Detroit, Jan. 10.—Stressing the 
importance of tool engineering 
in modern day industry and more 
particularly the possibilities of 
even better tooling practices in 
the motor car field, W. 8S. Knud- 
sen, executive vice-president of 
the General Motors Corp., told an 
audience of 450 tool engineers, 
members of the Detroit Chapter 
American Society of Tool Engi- 
neers, at their monthly dinner 
last night, that still further de- 
velopment of tools permitting 
even better machine operations 
is highly important. 


Knudsen’s subject was “The 
Importance of Tool Engineering 
to the Automotive. Industry.” 
“The greatest asset we have,” he 
said, “is that people like to ride 
and will demand lower operating 
economies, improved fuels for 
better mileage, higher compres- 
sion engines, all of which will de- 
mand better tools and materials. 
I want to pay tribute to the pe- 
troleum people for having done 
a great job for and with us up 
to date, but it is up to you men 
during the next 10 years who 
have the opportunity to make im- 
provements, some of which we 
haven’t dreamed of as yet. 


“I can safely say that you can 
wisely follow the trend in the air- 
plane engines for the airplane in- 
dustry can give us cards and 
spades when you consider the 
strides they have made in the use 
of metals and materials.” 


He traced the development of 
the modern cars through three 
stages of construction and pro- 
duction bringing to light some 
new phases of the industry. He 
cited the fact that the 1913-1920 
stage was the one called the 
quantity stage when the slogan 
was “Make a lot of cars” and 
when the cars actually delivered 
were in the experimental stage 
or the time when customers 
bought cars and grief. The 1920 
to 1929 era he said was the stage 
in which the industry began to 
sense that the low priced field 
had the call because of the num- 
bers of the average pocketbooks 
and which since that time has 
led to the third stage of the busi- 
ness when the car manufacturer 
faced two problems, one of which 
was to continue the same car for 
less money which would have 
been going backward or to refine 


the lowest priced cars and make 
better cars for the same money. 


Tool engineers made it possible, 
he said, to give the public an 
automobile which represents the 
greatest value in a mechani¢al de- 
vice as well as the best looking 
machine that money can buy. 


Knudsen was introduced by R. 
P. Lippard, president of the De- 
troit Chapter of the Society and 
an added attraction was the 
Nordica Symphony Society Orch- 
estra of which Knudsen is an 
honorary member. 


Cadillac-LaSalle 
December Sales 
Best Since 1928 


Detroit, Jan. 10. — Cadillac- 
LaSalle sales during December 
advanced to a new seven-year 
high, exceeding December sales 
in all years since 1928, it was an- 
nounced today by Don E. Ahrens, 
general sales manager. 


“Every figure on our books in- 
dicates a sharp upward trend in 
the demand for fine motor cars,” 
said Ahrens. “Cadillac-LaSalle 
sales increased progressively 
through December. The final 10 
days brought the best sales of 
the month. Our retail volume dur- 
ing this last 10-day period of De- 
cember was nearly two and one- 
half times larger than in 1934. 


“Our Christmas business was 
almost unprecedented. During the 
two weeks before Christmas fully 
one-half of the orders received at 
the factory from our national 
dealer organization specified 
Christmas delivery. Four mem- 
bers of one Detroit family re- 
ceived Cadillac cars as Christmas 
gifts. 


“Taking the longer view—sur- 
veying the sales figures for the 
entire year—we find that we did 
more retail business during 1935 
than in any full year since 1930. 
Our 1935 sales volume exceeded 
1934 by 97 per cent and 1933 by 
188 per cent. 

“A significant development dur- 
ing the year is the fact that the 
more expensive types such as 
Cadillac-Fleetwood V-8, V-12 and 
V-16, accounted for a _ steadily 
rising percentage of our total 
business.” 





Canada Dealers 
Protest Against 
Unfair Practice 





Montreal, Jan. 10.—Protesting 
against unfair conditions imposed 
on dealers which almost eliminate 
profits, the Dominion Automobile 
Dealers’ Assn., through R. P. 
Sparks, Ottawa, presented a brief 
before the Canadian Tariff Board, 
in which the dealers made the 
following suggestions: 

“1. There should be a complete 
revision of all franchise agree- 
ments between manufacturers and 
dealers. 

“2. There is urgent need for 
a@ proper used car guide, This 
should be based upon the average 
selling price of used cars, thus 
permitting the public to establish 
used car values. The co-operation 
of the manufacturers is necessary 
for the building up of a proper 
used car guide. 

“3. More equitable policies in 
regard to the sale of discontinued 
models. 

“4. Sales policies and practices, 
not specifically covered by the 
franchise agreement, should be 
the subject of a conference, and, 
if possible, agreement, between 
representatives of the manufac- 
turers and dealers.” 


California Chrysler 
Dealers Form Group 


Los Angeles, Jan. 10.—The re- 
tail Chrysler dealers of southern 
California have organized an 
association known as the Chrys- 
ler Dealers Assn. The group will 
hold a monthly interchange of 
ideas and a discussion of sales 
problems. It is strictly a dealer 
group and factory or regional of- 
ficials for Chrysler may attend 
by invitation only. 

Officers are: Lyman Clark, 
president; Allan Greer, vice-pres- 
ident; Clyde Walker, secretary, 
and Lysle Greenman, treasurer. 
The latter two are local dealers. 


Skinner Moves 

New London, Conn., Jan. 10— 
Robert B. Skinner has resigned as 
secretary and sales manager of the 
Skinner Chuck Co., New Britain, 
Conn., to become vice-president and 
general manager of the D. E. Whiton 
Machine Co. here, manufacturer of 
chucks, centering machines, gear 
cutters, castings and steam turbines. 
Skinner has been active in chuck 
manufacture and sales promotion for 
more than 20 years, and in 1927 


served as age 6 of the American 
eee & Machinery Manufacturers 
ssn. 


Walls ot New 





G.M. Plant 


Will be 82% Window Glass 


Grand Rapids, Mich., Jan. 10.— 
In keeping with the policy of 
providing the most pleasant work- 
ing conditions possible for em- 
Ployes, the walls of the new 
plant to be erected for the Grand 
Rapids Stamping Division of Gen- 
eral Motors will be more than 
four-fifths glass. 


Bids are now being received, 
and it is expected that contracts 
for its construction will be let 
within the next 10 days. 


Recognizing the fact that there 
is no substitute for daylight, 
233,000 square feet, or 82 per cent 
of the total wall surface, will be 
devoted to windows. There will 
be only 36,000 square feet of brick 
and _ stone, and -15,000 square feet 
of gunite.. The roof is to be of 
fireproof tile. 


Receiving rooms for both the 
die and press shops will occupy 
a single craneway 100 feet in 
width and extending from the 
front of the building to the back, 
a depth of 525 feet. Approxi- 
mately one-third of the space has 
been designated for the storage 
of rough castings and dies that 
are not in use. The remainder 
will be devoted to the storage of 
raw materials. 


Sheet steel, as it is received in 
packages by rail and motor truck, 
will be stacked to a height of ap- 
proximately eight feet in this sec- 
tion, being moved by overhead 
cranes as it is needed to the 
square shears that prepare it for 
use in the presses. 


Adjacent to the receiving room, 
and at right angles to it, will be 
the die shop and press room. The 
former will occupy two crane- 
ways at the front of the plant, 
75 feet in width and 260 feet in 
length, while five of similar size 
form the press shop. 


With double rows of presses 
scheduled for installation in each 
craneway, foundations under the 
375 ft. x 260 ft. press shop will 
be as heavy as those of the larg- 
est buildings in the city. Huge 
steel girders and massive con- 
crete pillars are called for by the 
specifications to support the 
enormous weight, and at the 
same time make it possible to 
move the equipment as the neces- 
sity arises. 


Beneath the press room will be 
a large pit, 20 ft. deep, to ac- 
commodate the 4%-story. ma- 
chines that draw and form the 


one-piece, seamless steel roof of 
the “turret top” body. These in- 
dustrial giants extend almost as 
far below the floor as they do 
above. Air tanks, motors, me- 
¢ehanical and electrical power ap-. 
paratus also will be installed in 
the pit. 


Cuno Bonuses 


Meriden, Conn., Jan. 10.—About 
175 employes of the Cuno Engineer- 
ing Co., manufacturer of oil filters 
and other automobile equipment, re- 
ceived substantial Christmas bon- 
uses varying according to length of 
service. Wage- -earners of less than 
a year’s service received a day’s pay; 
one to five years’ service, a half- 
week’s pay, 
years, a week’s pay. 
ployes of less than one year re- 
ceived $5; one to 10 years, a week’s 
salary, and over 10 years, two weeks 
salary. Charles H. Cuno is presi- 
dent of the company. 


Sells to Globe 


Milwaukee, Wis., Jan. 10. 
Perfex Controls Co., subsidiary of 
the Perfex Radiator Co., has sold 
its radio products division to the 
Globe-Union Mfg. Co., in order to 
provide factory space for its ex- 
panding line of heat transfer prod- 
ucts including industrial radiators, 
unit heaters and car heaters, and 
to facilitate production and develop- 
ment of its line of automatic con- 
trols for the oil burner, stoker, re- 
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Through the acquisition of this 
radio parts business, consisting of 
all wave and tone control switches,” ’ 
vibrators, convertors and sockets)~ 


Globe- Union will increase its exist-«- 


ing line of radio parts. 


Chambers Appointed 


Detroit, Jan. 10. — The appoint- 
ment of Dick Chambers as sales, 
manager of the Highland Chevrolet. 
Co. is announced by James S. Hunt, 
president and_ general manager. 
Chambers for eight years was presi-* 


dent of Dick Chambers, Inc., former’ 


Chevrolet dealers on Grand River: 
Ave. During his career as an auto- 
mobile dealer he sold more than 
5,000 cars in his territory and intro- 
duced many new sales methods to 
local sales procedure. 


New Hoffman Branch 


Los Angeles, Jan. 10—Paul G: 
Hoffman Co., Inc., Studebaker dis- 
tributor, has opened a second down- 
town new and used automobile store 
at 16th and Figueroa Sts. Don Mot-. 3 
fat will be manager. 
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Boston, Mass., Jan. 10.—As the 
President’s committee on national 
safety starts an investigation into 
the design factors of ‘autoniobiles 
whith contributeto the mounting’ 


death and injury toll; and: with @ 


marked increase in public interest 
concerning the speed vs. safety 
controversy, motor-minded per- 
sons have become increasingly in- 
terested in the findings of the 
Massachusetts highway accident 
survey, the only state-wide motor 
survey of its kind made in the 
United States. 

The motor industry through 
various spokesman has maintained 
that speed in itself is not dan- 
gerous, and have widely defended 
the industry with respect to the 
care taken to build automobiles 
so. that they will operate with 
the maximum degree of safety. 


Began in 1933 

The report of the survey, under 
the direction of Col. Robert C. 
Eddy, had considerable to say 
about the speeds with which cars 
are operated, and on the subject 
of design factors in motor car 
The survey was 


Massachusetts Institute of Tech- 
nology in co-operation with the 
Commonwealth of Massachusetts. 


|More than $400,000 was made 


available for payment of labor 
(including engineers, statisticians, 
and clerks) by the federal govern- 
ment through its relief agencies. 
In its study of speeds on main 
highways, made principally dur- 
ing January and February when 
there was snow on the ground— 
250 per cent of normal snowfall in 
February, the survey found the 
average speed of motorists was 
9 mph, the faster 15 per cent 
of the observed drivers average- 
ng 51 mph, and the slower 15 
iper cent averaging 28 mph on 
straightaways. The foregoing fig- 
res were state-wide averages 
for weekdays, although Sunday 
speeds were found to be approxi- 
mately the same. 


Average Speed 34.2 

In another speed study, it was 
‘ound that the average speed of 
ars after dark was 34.2 mph as 
ompared with 33.1 in the day- 
ime, which may throw some 
ight on the fact that there are 
more fatal accidents at night than 
Huring daylight hours. 
Approximately 8,000 motorists 
answered “yes” to the question: 
Do signs similar to those used 
n Rhode Island showing permis- 
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Mhsanchiasctis Survey Reports on Driving, f Roads 


Speed Averages | Compiled; 
Safety Precautions Urged 


sable speeds on the highway 
help to prevent accidents?” The 
signs 0m Rhode Island state nigh- 


‘ways warn motorists. of the: law- 


‘ful speed’at all points, permitting 
high “speeds on ‘open highways 
and reducing’ speeds in villages 
and at hazards in proportion to 
the slackening deemed safe. 
The 8,000 represented 74 per 
cent of those answering the ques- 
tionnaire. Approximately 3,000 an- 
swered “no,” and 1,000 made no 
statement. One comment appear- 
ing on a return questionnaire was 
that the Rhode Island signs “tend 
to make one speed-conscious.” 


Used Measuring Device 

For the purposes of its work, 
the survey developed through use 
of a suggestion by Dr. V. Bush, 
vice-president of M. I. T., a device 
for measuring short time inter- 
vals of which it was said, “While 
the elements involved are not new 
in principle, it is believed that 
this is the first time that they 
have been combined for this pur- 
pose.” 

The device was used for meas- 
uring speed of vehicles, reaction 
time of drivers, and the headway 
of cars traveling in trains. 

“Fundamentally, said the sur- 
vey’s report, “This device con- 
sists of a condenser which is 
charged by a dry battery. For 
purposes of time measurement 
this condenser is discharged 
through a fixed resistance, and 
the voltage remaining across the 
condenser at the end of the time 
interval is determined by connect- 
ing it to the grid circuit of a 
three-electrode vacuum tube and 
measuring the plate current. The 
ratio between initial and final 
condenser voltages bear a simple 
and well-known relation to the 
time interval.” 


Made Recommendations 

Of special interest to the motor 
industry were the observations of 
Professor Dean A. Fales of M. I. 
T., whose discussion of “the com- 
ponent parts of motor vehicles 
and their relation to safety” was 
made a part of the survey’s re- 
port. Some of the salient state- 
ments were as follows. 


1 Electric signalling devices and 
semaphores, which have been 
developed and are in use in Eu- 
rope might be a benefit in newer 
cars that have small windows 
which make hand signalling in- 
convenient. 

Windshields should be de- 

signed to omit as much glare 


Accidents Double at Night 


Road Commissioner Says 


Detroit, Jan. 10.—Out of a eotad | mer 
bf 2,128 accidents recorded on 
Wayne County (Detroit area) 
highway in 1935, 95 resulted in 
feath; injuries were incurred in 

3 and no injury was suffered in 
Ihe remaining 1,260, says Edward 
. Hines, vice-chairman of the 

ayne County Road Commis- 
ion. Of these accidents, 1,148 

curred during darkness and 980 
n the daytime, although automo- 
ile traffic during daylight hours 

double that at night These 
igures indicate that the chance 

f having an accident at night is 
nore than double that of having 
ne in the daytime, Commissioner 
Hines says 
The number of fatal accidents 
t night is more than double the 
umber during the daylight. the 

xact figures being 64 and 31. re- 
pectively so that besides being 
hore frequent, accidents during 
he hours of darkness are much | 
hore likely to result in a fatality, 

e added. 

Some 1,240 accidents, 58 per cent 

the total, occurred at intersec- 
ons. Crossing and turning 


movements were the greatest con- 
tributing factors. 


Eight hundred and seventy-six 
accidents, 41 per cent of the total, 
occurred between intersections. 
Some 56 fatal accidents, or 59 per 
cent of the total fatals, occurred 
between intersections. Accidents 
at intermediate locations were 
more serious than those at inter- 
sections—the probable reason be- 
ing that cars travel faster be- 
tween intersections than at inter- 
sections, and show the great need 
of pedestrian paths, Hines added. 

The following table gives an 
analysis of fatal accidents: 

Collision With 
Non- 
Pedes- Fixed Col- 
Vehicle trian Object lision Total 
36 


56 
0 0 8 


Location 
Intersections ... 16 4 4 2 
Between intersec- 

tions 12 3 
Railroad a 


Pedestrians suffer the heaviest 
toll while walking between inter- 
sections. Pedestrian fatalities at 
intersections occur mostly in the 
thickly populated centers, Hines 
concluded. 


and cross. reflection as possible. 
It may be necessary to slope en- 
gine hoods downward. 


3 Tell-tale lights to replace as 
many dials on the instrument 
panel as possible will do much to 
reduce confusion. 


4. Foot throttles sometimes are 
inclined to stick--after. wear 
and‘should ‘be designed” to. Keep” in 
good working -condition for- the 
life of the car: 


Poor steering, riding and road- 

ability over 40 miles an hour 
should be overcome. Cross winds 
must be considered in designing 
a car rather than head-on winds 
only. 


Brakes that will operate as 

efficiently at high speeds as 
at low speeds are necessary if 
accidents are to be reduced. 
Brakes and lights are the parts 
most frequently found in poor 
condition. 


Herring Reports Best 


November in History 


Minneapolis, Minn., Jan. 10.- 
William C. Herring, who recently 
resigned as sales promotion man- 
ager of the Cadillac Motor Car 
Co. to be come president and gen- 
eral manager of.the, Triangle, Mo- 
tor Co.,. Minneapolis, distributors 
for Cadillac, LaSalle and Oldsma- 
bile, reports the largest Decem- 
ber business it has recorded since 
1928. 


The Triangle Motor Co. serves 
much of the territory formerly 
handled by the Northwest Cadillac 
Corp. It covers a large part of 
Minnesota and all of North and 
South Dakota. The company de- 
livered 37 new and 84 used cars 
in December. 

Recent installation of the Cadil- 
lac-LaSalle residential service plan 
has resulted in an increase in 
business which is necessitating a 


ifor: 


27 


revamping and expansion of the 
service department, Herring says. 
Before assuming his present 
position with Triangle, Herring 
had served three years as Cadillac- 
LaSalle sales promotion manager; 
two years as general sales mana- 
ger of General Motors Products 
of Canada, at Oshawa, Ont., and 
four years in various capacities 
Chevrolet in the ; Pacific 
Coast region. . 


Duluth Cuts Toll 


Duluth, Minn., Jan. 10.—Uuluth’s 
automobile fatalities in 1935 totaled 
16, the lowest in a number of years. 
The toll in 1934 was 22 and in re- 
cent years has reached as high as 
30. 

Police Chief Oscar G. Olson, Lieut. 
John Englert, traffic bureau head, 
and Len L. Culbertson, safety com- 
missioner, and other safety leaders, 
credited an intensive safety educa- 
tional campaign conducted for many 
months with making motorists and 
pedestrians safety conscious. 


Join 


the thousands of 
independent garages 
that are adopting 
this profitable 


CHEVROLET 
PLAN 


As the first step toward increasing your service 
volume and profits, send in the coupon at the 
bottom of this page! It will bring you complete 
details of Chevrolet’s new Genuine Chevrolet 
Parts Plan for Independent Garage Owners— 
the most attractive parts proposition in the 
industry today. The neat display-type parts 
bin and the packaged Genuine GM Parts for 
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Chevrolet (illustrated) are only a part of this 
plan that has instant appeal to the Independent 
Garage. Thousands have already adopted this 
plan, which is proving to be one of the most 
profitable money-making investments they have 
ever made. Act at once on this plan that will 
bring you a big increase in service customers. 


Send in the coupon NOW! 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


FOR AN AMAZINGLY LOW PRICE YOU GET: 


1. Steel parts bin for 239 parts. 


2. 66 fast-selling varieties of parts. 


3. 450 Genuine Chevrolet parts. 


Ki 
complete details 
MIAIL THIS 
COUPON TODAY 


CHEVROLET MOTOR COMPANY 
Parts Merchandising Dept. K-1 
General Motors Building, Detroit, Michigan 


Gentlemen: 

Please supply me at once, without obliga- 
tion, the complete details of the new Genuine 
Chevrolet. Parts Plan for Independent Garages. 


N 
Street Address 


City. 





Wisconsin Recovery Act Weathers Court Test 
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ll Trade Practice Codes 


Upheld; May Add Others 


Madison, Wis., Jan. 10. — The 
1935 Wisconsin Recovery act was 
held valid Jan. 7 by the state 
supreme court. The effect of the 
decision was to sustain 11 state 
codes of fair competion under 
which service trades and indus- 
tries are now operating and to 
pave the way for the adoption of 
other codes which have been 
awaiting a test of the constitu- 
tionality of the law. 


The question before the court 
was whether the legislature had 
constitutional authority to confer 
upon the governor the power to 
initiate and impose codes. The 
decision of the court, declaring 
that this delegation of law-making 
authority was within the limits of 
the Wisconsin constitution, was 
unanimous. 

It held that the defect of the 
recovery law of 1933, which was 
ruled unconstitutional on the 
ground that it delegated code 
making powers to the industries 
themselves, had been rectified by 
placing the responsibility on the 
governor and setting up a stand- 
ard to guide him. Both the motor 
vehicle retailing and automotive 
wholesale trade operated under 
the old recovery act. 


Under the sustained act, the 
governor must investigate the in- 
dustry which is to have a code 
and determine the existence of 
unfair trade practices and unfair 
methods of competition. It was 
declared that more than a score 
of industries in addition to the 11 
now functioning under the 1935 
act, have expressed a desire to 
codify themselves. It was de- 
clared that only industries doing 
and intrastate business will come 
under the provisions of the act. 


Pittsburgh Jobbers Plan 
March Maintenance Show 


Pittsburgh, Pa., Jan. 10.—Pitts- 
burgh and western Pennsylvania 
jobbers have announced plans for 
their 1936 Automotive Mainte- 
nance and Equipment Show to be 
held in Pittsburgh, Mar. 11-14. 

The show will be open from 
5 to 11 p.m. on Wednesday, Thurs- 
day and Friday, Mar. 11, 12 and 
13, and on Saturday, Mar. 14, 
from 2 to 11 p.m. 

Garagemen, dealers and fleet 
owners, from the Tri-State area, 
will be invited to attend. 

Daily merchandise door prizes 
are to be given away. 


The show is sponsore 
following local jobbers: 

Bendix Westinghouse Co., Dyke 
Motor Supply Co., Motive Parts 
Co., Iron City Spring Co., Pitts- 
burgh Auto Electric Co., Pitts- 
burgh Auto Equipment Co., Point 
Spring Co., Superior Auto Acces- 
sories Co., Superior Motor Parts 
Co., S. & R. Grinding Co., Wilcox 
Bros., and Jos. Woodwell Co. 


The show is being managed by 
George A. Ley, secretary of Auto- 
motive Maintenance Industries. 


Says Tax Trend 
Must Be Halted 


New York, Jan. 10.—A definite 
reversal of the gasoline tax trend 
of the past 10 years is required if 
the automobile is to remain a 
popular mode of transportation, 
rather than a luxury which only 
the rich can afford, Baird H. 
Markham, director of the Ameri- 
can Petroleum Industries Com- 
mittee, declared today as legisla- 
tors gathered at Washington and 
at eight state capitals for regular 
legislative sessions. 

Government reports of gasoline 
tax collections over the past 10 
years show that gasoline tax rates 
_have risen 21.9 per cent a year on 
an average, Markham pointed out. 

the same acceleration of 


by the 


tax rates continue for 10 more 
years, the average gasoline tax 
bill of American motorists will 
amount to $374.06 each, a sum 
exceeding the value of most cars 
on the roads today. 

Gasoline tax collections in 1924 
totaled $80,442,295, an average tax 
on each car of $4.07 annually. By 
1934 these collections had risen 
to $735,136,000, or $29.50 on each 
vehicle. Although 1935 figures 
are not yet available, Markham 
believes the total will be nearly 
$775,000,000, 


Boosts Payroll 


Muskegon, Mich., Jan. 10.—Dur- 
ing recent weeks, the Campbell, 
Wyant, Cannon Foundry Co. has 
boosted its payroll to approximately 
2,400 persons to become the largest 
employer in Greater Muskegon of 
labor. Production of gray iron 
castings and other parts for the 
automotive and other trades has 
reached a new height, exceeding the 
company’s peak achieved in 1929. 
It is considered possible that there 
may be slackening of operations 
during January and February, with 
another rush anticipated for March, 
April, and May as the summer auto- 
mobile buying season sets in. 
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H. G. Delabar Named to 
Head Bendix Marine 


South Bend, Ind., Jan. 10,— 
Vincent Bendix has announced 
that H. G. Delabar has been 
named vice-president and gen- 
eral manager of the Bendix 
Marine Products Corp., a new 
Bendix division. 

Delabar, for the past four years, 
has been president and general 
manager of the Johnson Motor 
Co., Waukegan manufacturers of 
outboard motors. During his 
service with that organization he 
became acquainted with practi- 
cally every important figure in 
the marine field. He is a mem- 
ber of the executive committee of 
the International Engine and 
Boat Mfrs. Assn. 


Cincinnati Car Sales 


‘Show December Spurt 


Cincinnati, O., Jan. 10.—E. F. 
Hunsicker, clerk of court here, 
reports that sales of new pas- 
senger cars took another spurt 
in December, registrations total- 
ing 1,674, as compared with 1,487 
in November, 1935, and 805 in 
December, 1934. Used car trans- 
fers were more numerous than in 
November, but far fewer than 
in December, 1934, when 8,511 


Records Reveal 


Dangerous Age 

St. Paul, Minn., Jan. 10.— 
Most drunken drivers who 
get into difficulty are be- 
tween the ages of 35 and 50, 
at least that is what rec- 
ords of the Minnesota li- 
cense division reveal. 

Of the 717 automobile 
drivers licenses revoked so 
far this year a large per- 
centage of them were in the 
“middle” age group. 

The statistics also show 
that the largest number of 
license holders were listed 
under sales work or com- 
mon labor. 








were recorded. December, 1935, 
sales of used cars totaled 5,674, 
and the November figure was 
5,215, Hunsicker stated. 


Approve Road Jobs 


St. Paul, Minn., Jan. 10.—Approval 
of 15 public works administration 
and federal aid highway projects in 
10 Minnesota counties, covering 
grading, culverts and bridges and 
estimated to cost $159,000, was an- 
nounced yesterday at Washington, 
D. C., by the bureau of public roads, 
according to word received by the 
Minnesota highway department. 


REGISTRATIONS 


Supreme Court 
Validates GMAC 
Trust-Note Plan 


(Continued from 1 from Page 1) 


cars in dealer stock to the extent 
of the credit extended to the 
dealer. This plan was found costly 
due to the fact that such mort- 
gages had to be registered and in 
some states the registration fee 
etc. added as much as $7 to the 
cost of the car. The trust note 
which did not require filing was 
then developed. 
dity of such notes that the re- 


ceiver for the bankrupt Chevrolet | 


questioned in his attempt to pre- 


vent GMAC from recovering the 


cars from the dealer’s stock. The 
lower court held in favor of 
GMAC and the denial of a re- 
view by the Supreme Court sus- 
tains that opinion. 


N. Y. Buick Sales Up 


New York, Jan. 
more new Buicks were ordered in 
the Manhattan area during the last 
four months of 1935 than were 
ordered during the first eight months 
of the year, F. L. Yarrington, gen- 
eral manager of Glidden Buick Co., 
Manhattan Buick dealer, disclosed. 

The Glidden Buick Co. took orders 
for 926 Buicks from Sept. 1 to Dee. 
31 as compared with 861 Buicks 
from Jan. 1 to Aug. 81. 


NEW PASSENGER CAR REGISTRA 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold. 
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U.S. Army Begins 5-Year Motorization Program 


Transportation B ud get 


Calls for 


Washington, Jan. 10.—Close on 
the heels of submission to Con- 
gress of the Federal budget for 
the fiscal year ending June 30, 
1937, the general staff of the 
army this week struck out on 
the first leg of a five-year motori- 
zation plan which will entail a 
large volume of business for the 
automotive industry. The War 
Department is withholding de- 
tails but it was stated that “a 
good many of the $369,000,000 
asked of Congress for the year 
beginning next July for army 
maintenance would be_ spent 
earrying out the recommenda- 


| tions of General Douglas Mac- 


Arthur in his final report as chief 
of staff. His program provides 
for: 

Purchasing 18,000 speedy one- 
and-a-half and two-ton trucks to 
replace the lumbering Liberty 
model for infantry transport and 
bringing up supplies; arming one 
cavalry brigade, two infantry 
regiments and seven tank com- 
panies with new T-model tanks, 
whose pneumatic tired wheels on 
knee-action axles drive them at 
60 miles an hour on hard roads, 
and at half that speed across 
country; equipping 13 _ special 


$12,000,000 


“on | scouting platoons with high speed 
armored cars for fast recon- 
naissance service with regular 
cavalry regiments; converting 
tractor-towed field artillery pieces 
into self-propelled units capable 
of following the tank units’ swift 
advance and affording greater 
flexibility of fire. 


The magnitude of the program 
is shown by the fact that the 
army budget’s transportation item 
alone calls for $12,000,000. 


Hexcel Radiator Core 


Business is Doubled 
Racine, Wis., Jan. 10. — Pro- 
duction of the Hexcel Twin Core, 
a new type of radiator core, has 
doubled the business of the Hex- 
cel Radiator Co. during the last 
quarter of 1935, according to Fred 
M. Opitz, president and general 
manager. 

The company now has 875 ac- 
counts in the automotive radiator 
replacement industry, the largest 
in the company’s 13 years of his- 
tory. Production schedules of hot 
water heater core assemblies for 
automobiles has reached 4,000 
units daily. Among the largest 


accounts using Hexcel cores as 
standard equipment are such car 
heaters as by Firestone, Good- 
year, Shell, Sinclair and Chanson. 


Court Decides in Favor 
Of Clayton and Lambert 


Detroit, Jan. 10—A decision in 
favor of Clayton and Lambert 
Manufacturing Co. in a patent in- 
fringement suit brought by Lyon, 
Ine., and Lyon Cover Co., has 
been handed down by Federal 
Judge John P. Nields of the Dis- 
trict Court of the United 
States for the District of Dela- 
ware. Both are Detroit manu- 
facturing companies. 

In filing the suit, the Lyon 
companies alleged infringement of 
two patents covering the manu- 
facture of metal covers for spare 
tires of automobiles. An injunc- 
tion prohibiting Clayton and Lam- 
bert from manyfacturing the tire 
cover was asked, as well as a 
final accounting for damages. 
Both were denied. 


Nash Names Craw ford 


New York, Jan. 10.—Appointment 
of Herbert J. Crawford as special 
representative of Nash Motors Co. 
of New York Inc., is announced by 
R. H. Israel, president. Crawford 
will be attached to the wholesale 
department of the Nash-LaFayette 
distributorship to assist dealers in 
the expansion plans of the organiza- 
tion. 
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Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 
The nine states printed today appear for the first time. - 
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Goodyear Program Aims 
At “Operation with Profit” 


Akron, O., Jan. 10.—A confiden- 
tial bulletin of the Goodyear Tire 
and Rubber Co. to the sales and 
distributing organization today, 
disclosed the company’s program 
for “operation at a profit in 1936.” 
New policies aimed at eliminating 
the low profit years of recent pe- 
riods have been adopted and sig- 
nificant among these are the fol- 
lowing: 

Positive stability on all classes 
of Goodyear customers will be 
strictly adhered to. 

Operations of the 
must de at a profit. 

Increased volume of production 
will not be attained at sacrifice of 
prices. 


May Drop Warranty 

The early elimination of the so 
called warranty, which gave an 
unlimited guarantee on _ tires 
against all road hazards. 

No increase in company owned 
super-service stations or the num- 
ber of “A” stores, with increasing 
efficiency planned for both the 
large and small stores. 

Strong emphasis on the sale of 
quality tire products. 

President Litchfield’s objectives 
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in setting up these policies are 
said to be twofold; first to oper- 
ate at a reasonable profit and 
second to maintain or increase 
volume as long as this contributes 
to the first objective. It is re- 
ported that these policies will be 
the theme next week when district 
sales managers of the company 
attend a three day conference in 
Akron and that these policies 
have already been broadcast to 
the entire sales and field organi- 
zation. Local interpretation says 
this means that the former policy 
of high volume regardless of prof- 
its will be reversed. 


Lost Thousands 


“The statement of our objec- 
tives needs no elaboration,” Litch- 
field said,” it means_ exactly 
what it says and obviously these 
policies commit us to an avoid- 
ance of destructive price wars 
during the year.” 


One of the very costly opera- 
tions of the past, was the tire 
warranty against all road haz- 
ards. This warranty was first 
introduced by a large oil company 
chain which distributed tires and 
was followed by all the major tire 
companies who lost thousands of 
dollars making good on tire re- 
placements which ran very high 
as the casing was guaranteed 
against practically every accident 
or failure except puncture or dam- 
age from running flat. Of course 
the guarantee had an immense 
sale appeal to the public and nat- 
urally forced most manufacturers 
into a similiar warranty, as it re- 
moved almost all responsibility 
for the care of the tire from the 
owner, but it was an unquestioned 
evil of the industry that should 
have been corrected. 


May Move Alone 


Litchfield’s comment on this one 
policy is considered to indicate 
that the Goodyear Co. may move 
independently to abandon the 
guarantee regardless of what the 
other companies may plan or how 
long they delay any such action 
in their own policy. 


Other policies supporting the 
major plans for 1936 strengthen 
those mentioned. 


Ohio Restrained from 
Collecting New $25 Fee 


Columbus, O., Jan. 10.—A tem- 
porary injunction restraining the 
state bureau of motor vehicles 
from enforcing the new state law 
assessing a $25 inspection fee on 
all cars bought outside Ohio and 
brought into this state for use 
was issued by Judge Dana F. Rey- 
nolds in common pleas court here. 


The temporary restraining order 
was granted in the suit filed 
against the state highway de- 
partment and bureau of motor 
vehicles by Charles C. Janes, 
Columbus secretary of the Ohio 
State Automobile Assn. 


Jane’s suit claims that the law 
permits the state to charge $25 
fee on all cars owned by residents 
of other states who move to 
Ohio to make their home here. 


Union Wins Dispute 
With Seattle Coach Co. 


Washington, Jan. 10.—The Na- 
tional Labor Relations Board this 
week announced that a consent 
election in the Washington Motor 
Coach Co., of Seattle, resulted in 
a vote of 37 for the Amalgamated 
Assn. of Street and Electric Rail- 
way and Motor Coach Employes 
of America, Division No. 1055, 
and 34 against the union. 


Under a stipulation arrived at 
before the election the company 
thus accepts the Amalgamated as 
the sole labor representative for 

purposes for one year. 
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th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Exhibition 


Ford plans to erect its own exhibit building at the Texas 


Centennial Central Exposition 


Nov. 29. 


in Dallas, June 6 to 


Present plans call for a building of steel, concrete and 
sheet rock with floor space of about 55,000 square feet, 


40,000 feet of which will be used for exhibits. 


It will face 


the Court of Honor, opposite the Federal Bldg. 
One of the chief features of the @———-—________ 


exhibit will be displays showing 
the use of raw materials of the 
Southwest used in the manufac- 
ture of Ford, Lincoln and Lin- 
coln-Zephyr cars. These prod- 
ucts, incidentally, include cotton, 
mohair, wool, corn, cattle, soy 
beans, resin and rice. 


Stockholder 


Jack Reeder, of Young & Rubi- 
cam’s Detroit office, has been 
made a vice-president and stock- 
holder in the company. From 
the New York office, Eric Lifner 
will come to Detroit to assist 
Reeder. He will do contact and 
production work on the Packard 
Motor Car and Parke-Davis ac- 
counts. 

Detroit Adcrafters will hear 
C. L. Whittier, vice-president in 
charge of creative work for 
Young & Rubicam, speak at the 
regular weekly meeting Jan. 17. 


Record 


Columbia Broadcasting send 
along a note that billings for De- 
cember total $1,885,977 and sub- 
stantially top previous record 
months (with the exception of 
last October) in both 1934 and 
1935. Yearly billings for 1935 are 
likewise the largest in CBS 
history. 


Used Cars 


In conjunction with a contest 
offering prizes to salesmen selling 
the most used cars during Jan- 
uary, the Detroit Free Press is 
running full page advertisements 
to promote its used car classified 
ads. 

The copy points out that the 
new car demand has _ stocked 
dealers with many good used 
cars, all of them good values. 


Break 


NEC advertisers are getting a 
break from that chain’s extensive 
use of newspaper and billboard 


advertising to promote its pro- 
grams. A short time ago adver- 
tising was tried out in Chicago 
and Detroit. Now its newly avail- 
able Pacific Coast Blue network, 
which began operations Jan. 1, is 
being promoted by advertising in 
22 newspapers in eight coast 
cities, along with 367 24-sheet 
boards in the same markets, to 
be released Jan. 15. 


in This Corner 


(Continued from Page 6) 


old newspaper,” listen when I tell 
you that we’ve even noticed the 
typographical error which appears 
in the spelling of your first name 
on the mast head on page six of the 
Jan. 4 edition. 


Secondly, I want to tell you how 
very much we appreciate your very 
splendid co-operation. 


If, as, and when it becomes our 
privilege to do anything at all to 
help Chris Sinsabaugh, and the Au- 
tomotive Daily News, we will be 
sincerely grateful if you will tell 
us how we can do it. 


I wired you today for 16 copies 
of the Jan. 4 edition. I want to 
send a copy to each member of the 
board of directors of the Automobile 
Club of Philadelphia, for which 
please bill us. 

Here’s hoping that 1936 will be 
mighty kind to the “Sinsabaugh 
Gang.”—F. E. Ballantyne, general 
manager, Automobile Club of Phil- 
adelphia. 


Export Help 


This letter is written you in ap- 
preciation for the many interesting 
news items which we have found in 
your paper during 1935. 

We believe that your publication 
is particularly helpful in develop- 
ing a large volume of export busi- 
ness on behalf of the group of man- 
ufacturers whom we represent as 
export managers. 

Hoping that you will keep up the 
good work during 1936—P. M. 
Mahler, president P. M. Mahler & 
Co., Inc., New York City. 


Low Winter Fares 


Rates reduced as much as 32%. 
Lowest air travel fares 
ever offered. 


Washington . 
Pittsburgh 


Cleveland . . . 


. » $25.65 


- $14.90 
. $ 7.90 


24-HOUR RESERVATION SERVICE 
Telephone Pingree 6600 


ree 


. 


PENNSYLVANIA AIRLINES 


8 Years Airline Operating Experience 


Studebaker Has 


New Distributor 


South Bend, Ind., Jan. 10.—Fol- 
lowing several years of factory 
retail operations in Detroit and 
surrounding areas, Studebaker 
automobiles. will henceforth be 
merchandised in that territory by 
an independent dealer, according 
to an announcement made here 
today by Geo. D. «eller, vice- 
president in charge of sales. 

The new Detroit Studebaker 
distributor is Ralph Knight. The 
dealership is officially known as 
Ralph Knight, Inc., and Knight 
is president. Associated with him 
are Harold McClellan, a Stude- 
baker veteran, service manager, 
and two other Studebaker men, 
Al Longbrake and Al Gawley, re- 
spectively retail sales manager 
and cashier. 


The organization has its head- 
quarters at the present Stude- 
baker retail branch, John R and 
Piquette Streets, and is already 
operating at top speed. 

Knight has long been associ- 
ated with Studebaker. His first 
association was in 1913 when he 
began a selling and servicing or- 
ganization in Clio, Mich. In 1917 
he moved his headquarters to 
Flint, where he continued as 
Studebaker dealer until 1925 when 
he left the automobile business 
for other enterprises. In 1930 
Knight rejoined the Studebaker 
ranks as distributor in Flint, 
which he retained until the con- 
summation of his present associa- 
tion in Detroit. 


Harry L. Bill Resigns 


To Join Bendix Staff 


Syracuse, N. Y., Jan. 10.—Harry 
L. Bill, vice-president and general 
manager of the Owen- Dyneto 
Corp. of Syracuse, a subsidiary 
of the Electric Auto-Lite Co. of 
Toledo, has resigned as of Feb. 1, 
next, to become officially con- 
nected with the Bendix Aviation 
Corp. He has been the active 
head of Owen-Dyneto since 1923. 

Electric Auto-Lite is now mov- 
ing the electric welder business 
of its Niagara Falls subsidiary, 
USL Battery, and also the pro- 
duction of patented hose clamps 
for automobiles, to the Owen- 
Dyneto plant, where starting and 
lighting equipment and electric 
windshield wipers are manufac- 
tured. 


GM Plans to Reopen 


Syracuse Parts Plant 


Syracuse, N. Y., Jan. 10.—Gen- 
eral Motors Corp. announces that 
it will next month reopen its 
Brown-Lipe-Chapin plant here for 
the manufacture of automobile 
parts, the type of which is not 
revealed at this time. The plant 
covers more than a city block 
and at first only part of it will 
be utilized, with 400 persons em- 
ployed, according to officials. 


Formerly devoted to the pro- 
duction of bevel and differential 
gears for automobiles, the Brown- 
Lipe-Chapin factory has been 
closed since 1932, the business 
having been transferred to Flint, 
Mich. 


Hess to Sail 


New York, Jan. 10.—D. P. Hess, 
who has charge of foreign opera- 
tions for the Timken Roller Bear- 
ing Co., sails for Europe on the 
S.S. Washington, Jan. 15, 1936 to 
spend six or eight weeks with the 
officials of the foreign companies 
associated with the Timken organi- 
zation. Timken business in foreign 
countries has been increasing rapidly 
in railroad and rolling mill applica- 
tions abroad as well as in the in- 
dustrial and automotive fields. 


Metalcraft Profit 


Grand Rapids, Mich., Jan. 10.— 
A net profit of $72,489.80 for the 
fiscal year ended Nov. 30, 1935, of 
the Grand Rapids Metalcraft Corp. 
was ‘announced Jan. 8 by R. W. 
Hook, president. The 1934 profit 
was $33,152.82. Common _ stock 
earnings were computed at 29 cents 
a share as compared with 18 cents 
earnings last year. 


Sparks 


Chris 
y Sinsabaugh 


(Continued from Page 1) 


many new Buicks were hung on 
the Christmas trees, for his last 
10 days of December was the 
second best period of the year, 
exceeded only by the 10 days fol- 
lowing the announcement of the 
new line last September. As 
proof, he cites that the first 10 
days of December shows 3,459 
cars sold; the second 10, 4,850, 
and the third, 5,147. 
* * * 

IN THE MID-WEEK “In the 
Pink” column, this commentator 
recounted the fact that Henry 
Ford had made good his promise 
to build more than a million units 
in 1935. Dearborn’s report, issued 
Monday, gave the count as 1,335,- 
865, a lot for good measure over 
the projection. 

Since that column was written 
I have been digging into the 
archives and find that since the 
company started in 1903, it has 
built 23,638,136 cars and trucks. 
The cold figures do not give you 
a due appreciation of what they 
mean. Why, that’s just about the 
number of automobiles registered 
in the United States at the pres- 
ent time! 

* x * 

FORD STARTED out with a 
modest 1,708 in his first year, 
1903, and the first million-year 
was in 1921. The top was in 1923 
when the total for the year was 
2,090,338. In 1924 it was 1,993,774; 
in 1925, 1,990,950; in 1926, 1,656,- 
976, but then production slowed 
for two years until 1929 when it 
went to 1,951,092. In 1930 it was 
1,485.602 and then came the de- 
pression. The year just ended is 
the first million-year since then. 

as 7 

CONFIRMATION of the sus- 
picion that I have had that the 
fall announcement of new models 
and consequently an early na- 
tional show, is had in the an- 
nouncement that the AMA has 
officially set Nov. 11 as New 
York’s opening day. Not until 
you turn to your calendar do you 
discover that the 11th comes on a 
Wednesday, a most radical de- 
parture from past practice. It’s 
going to be another one of those 
noble experiments that will make 
good, for with a Wednesday open- 
ing there is a grand opportunity 


to build up for a record-breaking 
Saturday. It takes two or three 
days of shows before the populace 
really realizes that one is being 
held. 

ok * + 

SO FAR all right with my de- 
ductions. But Al Reeves, in our 
fair city for the week, adds to my 
reasoning by telling me that Nov. 
11 is Armistice Day, a holiday 
which will turn out a larger 
crowd perhaps than a Saturday. 
Then, too, it is planned to have 
the show open on a Sunday, for 
the first time in several years. 
And a main consideration is that 
with the Palace affair winding 
up on a Thursday this will give 
the factories a chance to ship 
their cars to local shows in ad- 
jacent cities for the opening 
there, instead of having to wait 
for New York to get through on 
a Saturday night, And, too, the 
Palace will avoid a conflict with 
football for at least one Saturday, 
whereas last November there 
were two which materially cut 
down the gate at the automobile 
show. 

* * * 

THERE’S a publicity value, too, 
to a .Wednesday opening. The 
preceding Sunday the big dailies 
will give the show an unusual 
blast of publicity, while the na- 
tional .magazines will sound a 
loud bass at the same time, And 
on Sunday of show week the 
dailies will come back with an 
encore, which will be reflected in 
the remaining four days of the 
show. 

Crazy as 
Reeves! 


a fox, that man 


* * * 


UNDOUBTEDLY the AMA di- 
rectors must have studied the 
production reports for November 
and December before they com- 
mitted themselves to this Nov. #1 
date. These reports show that 
622,216 units were produced in the 
two months following the an- 
nouncements of the '36 models 
as compared with the January- 
February following the ’35 an- 
nouncements. In fact, the past 
November and December ex- 
ceeded any January - February) 
production in the history of the 
industry. ! 


Ford Co. Test Set Enables 
Mechanic to Diagnose IIls 


Detroit, Jan. 10.—A “clinic” on 
wheels, with a _ specialist in 
charge, is at work when a service 
man uses a Ford laboratory test 
set on a “sick” automobile, Ford 
officials say. The set makes the 
mechanic an expert diagnostician, 
able to isolate and prescribe for 
mechanical or electrical defects. 

The steps of the test are so ar- 
ranged that none has to be dupli- 
cated. When a fault is discovered 
it is corrected before the me- 
chanic proceeds with the next 
step. Plug and jumper wire are 
used to establish any desired cir- 
cuit and hose and special nip- 
ples are provided for testing fuel 
pump, carburetor and compres- 
sion. The set tests everything 
that can affect engine or electri- 
cal system performance. 


Battery First 

The battery is the first object 
of investigation where a complete 
inspection is made. Strength of 
each cell is recorded on a three- 
volt meter. The same meter is 
used to show a defective ground 
strap or loose ground connection. 
Leads are connected at each side 
of the ground connection and re- 
sistance set up by a poor con- 
nection shunts the battery cur- 
rent through the meter. Thus a 
low reading means good con- 
ductivity and a high reading, poor 
connection. 


Cable and cable connections 
from battery to starter switch 
are checked in the same way, by 
cutting in the 15-volt meter. After 
all starter connections are 


checked, a test of the starter 
motor is made to determine its 
amperage draw. 

This test will show low batte 
voltage at the starter, poor brush 
contact on the commutator of the 
starter, a shorted armature, bent 
shaft or tight bearings. The test 
is made by connecting the 90 
ampere ammeter to the hot ang 
cold sides of the starter switc 
and noting the readings while the 
engine is running. 

Tests Compression 

The compression test, made by 
recording the pressure in an 
cylinder on the compressiory 
gauge, will reveal defective rings 
defective valves or gasket leaks 
Normal compression on the gaug 
shows everything is all right 
Low compression when brough 
up to normal by oil sealing th 
pistons shows loss of compres 
sion past the piston rings, Lov 
compression not brought up t 
normal by oil sealing the pis! 
tons shows valves are in poo’ 
condition or gaskets leaky. { 

Examination of the primary igi 
nition circuit includes tests fo 
freedom from shorts, conditio 
and spacing of distributor point 
and breaker arm spring tensior 

Fuel Flow Checked 

The secondary ignition circui} 
is tested by spark gaps whic4 
are adjusted to the engine com 
pression reading. Provision 
also made for testing the con 
denser. 

Proper fuel flow is checke 
by testing both the fuel pum 
vacuum and pressure. 


i 





__ FINANCIAL 


Gain Is in Line 
With Increase 


For Industry 


By C. J. ALEXANDER 


New York, Jan. 10.— Automo- 
tive companies that make public 
their dividend actions in 1935 
made declarations calling for ag- 
gregate disbursement of $162,- 
212,000, as against $113,969,000 in 
the preceding year, an increase 
of 42.3 per cent. This increase 
was closely in line with the gain 
in automobile production. ‘Tire 
companies were not included and 
any dividends that might have 
been declared by the Ford Motor 
Co. are not included. 

Car and truck companies last 
yeac declared $121,148,000, as 
against $85,155,000 in 1934, an in- 
c of 42.3 per cent, and parts 

cessory concerns declared 
an aggregate of $41,064,000, com- 
paring with $28,814,000 in the 
year before, a gain of 42.4 per 
cent, 
December Up 


Declarations in December by 
the car and truck companies to- 
taled $270,000, as against $190,000 
a@ year ago, up 42 per cent. Parts 
and accessory firms in the final 
month of the year declared divi- 
dends amounting to $5,600,000, as 


43.7 per cent. Total for all com- 
panies in December was $5,870,000, 
as against $4,090,000, an increase 
of 43.5 per cent. 

Month by month declarations 


by car and truck companies in| 


1935 compared as follows with 
those of 1934: 
1985 1934 
(N00 omitted) 
682 $ 766 
14,305 14,305 
176 169 


15,575 
190 


$121,148 $85,155 
Parts and accessory company 


declarations compared as follows: 
1935 1934 


(900s omitted) 

ooee-$ 1,450 $§ 1,745 
2,970 4,200 

1,654 
580 
3,500 
2,120 
2,350 
1,300 
2,650 
2,315 
2,500 
3,900 


Totals..........$41,064 $28,814 


A recent dividend action of sig- 
nificance was the resumption by 
Packard Motor Car Co. of pay- 


“ments on its capital stock. A 


dividend of 10 cents a share was 
declared, payable Feb. 11 to 
stockholders of record Jan. 15. 
This will be the first payment by 
this company since 1931. It is 
estimated by company officials 
that Packard will report about 
20 cents a share earned in 1935. 


' “Briggs declared regular 50 cents, 


payable Jan. 29 to stock of record 
Jan. 17. 
Parts Makers Gain 


Mullins Mfg. has declared a 
dividend of $1.75 on its new pre- 
ferred stock, payable Mar. 1 to 
stock of record Feb. 10. The last 
payment on the old was made in 
1931. Eaton Mfg. has declared 
an extra of 12% cents and the 
regular quarterly of 25 cents on 
its capital stock. A special of 20 
eents was paid by Eaton on Dec. 
20, last. Wilcox-Rich declared 
the quarterly of 30 cents on its 
Class B stock, payable Feb. 15 to 
record of Feb. 1. 

Holders of Class A and B stock 
of Gemmer Mfg. have approved 


|Cab, Collins 
against $3,900,000 a year ago, up| 
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Automotive Dividends Gain 42.3 Per Cent in 1935 


a plan whereby accumulations of 
$10.50 a share as of Jan. 1 in 
dividends on Class A will be 
eliminated. For every five shares 
held, Class A holders, will be en- 
titled to receive in exchange six 
new A and five new B shares. 
New A stock will be cumulative 
to the extent of $2 a share when 
earned. Dividends on new Class 
A will be paid this year, or if not 
paid, will accrue, if earned. 

Stockholders of Parker Rust 
Proof Co. on Jan, 30 will vote on 
proposal to increase authorized 
common stock of 500,000 shares 
of $2.50 par to replace the exist- 
ing 250,000 shares of no par and 
to provide for conversion of each 
share of existing common into 
three shares of new. A dividend 
of $112% was declared on the 
common, payable Feb. 20 to hold- 
ers of record Feb. 10. This is an 
increase from 75 cents. 

Automotive Daily News stock 
price averages for Jan. 8 com- 
pared as follows with the preced- 
ing week and a year ago: 


This 
Week 
39.48 
41.39 


Year 
Change Ago 
—0.83 23.57 
—0.93 24.13 


Last 
Week 
24 Motors 40.31 
10 Car-truck co’s... 42.32 
10 Parts-accessories. 38.40 37.75 —0.65 23.06 
4 Tire-rubbers .... 19.97 20.19 +0.22 19.92 
The tire stocks continued to 
show strength and made a new 
high, in the average, for 1935-36. 
Among the new highs for this 
year and last made by automo- 
tive shares were those of Checker 
& Aikman, pfd.; 
Motor Wheel, Timken - Detroit 
Axle and Yellow Truck & Coach. 
The price movement generally 
was irregular during the week 
covered by the averages, due 
somewhat to the uncertainty over 
the effect of the invalidation of 
the Triple A on automobile sales 
in the rural areas. 


New Zealand Imports 


Washington, Jan. 10.—During the 
first nine months of 1935, 14,805 
motor vehicles were imported into 
New Zealand compared with 8,762 
and 2,250 during the same period 
of 1934 and 1933, according to the 
U. S. Department of Commerce. 

The United States and Canada 
supplied 7,673 units, or 51 per cent 
of total imports. However, regis- 
tration figures show that these two 
countries obtained 52.67 per cent 
of the market. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Jan. 


today. 





Paige, all 





Tire Situation 
Reported Better 


New York, Jan, 10.— Surveys 
made by the National Assn. of 
Independent Tire Dealers, Inc., 
since the close of its convention, 
Nov. 7, have found the retail 
situation with the independent 
tire dealers considerably im- 
proved, it is reported. Dealers 
feel in a more optimistic frame 
of mind, due to these improved 
conditions. Some of the leading 
tire manufacturers have ex- 
pressed to the association their 
desire and intention to carry on 
this improved program during 
1936. In some of the major cities, 
reports are reaching the associa- 
tion that large stocks purchased 
at war prices are temporarily up- 
setting attempt to improve con- 
ditions. 


The membership of the associ- 
ation, since the close of the con- 
vention has increased over 100 
per cent, and the increase in 
members comes from all sections 
of the country, it is claimed. Ar- 
rangements are now being made 
for dealer group meetings in the 
latter part of January and the 
early part of February in Akron, 
Cleveland, Detroit, Chicago, Mil- 
waukee, St. Paul, and St. Louis. 


10, 3:30 P.M.—Heavy buying of Yellow 
Truck on rising prices featured the automotive stocks 
The stock was the most active on the exchange 
and reached its highest price in more than four years. 
There also was active trading in Nash, Reo and Graham- 
of which advanced. General Motors and 
Chrysler were relatively quiet. Studebaker passed Yellow 
Truck as most active automotive stock of the day and 
touched its high with a gain of one and a quarter. 











Willys Seeks 
Okay to Build 
15,000 New Cars 


Toledo, O., Jan. 10.—Applica- 
tion for permission to build 15,000 
additional cars which would keep 
the plant in operation until Dec. 
1, was filed in U. S. District court 
here this week by David R. Wil- 
son receiver for Willy-Overland 
Co. Judge Hahn has set Jan. 20 
as the date for hearing on the 
new application. 

The last authorization was 
granted by Judge Hahn, July 29, 
last year giving the company per- 
mission to build 10,000 additional 
units. At the present time the 
company is employing about 1,700 
workers and is turning out about 
300 cars weekly. Only about 3,000 
units of the last authorization for 
10,000 remain to be complete 
which must be completed by 
Mar. 1. 


Hayes Reports 

Grand Rapids, Mich., Jan. 10.— 
The Hayes Body Corp. is expected 
to show a loss of approximately 
$59,000 for the first nine months 
of 1935, which would compare with 
a net loss of $104,632 for the cor- 
responding period in 1934. Opera- 
tions during the final three months 
of the calendar year showed a small 
profit. Earnings this period are 
not expected to offset entirely the 
loss incurred in the nine months 
ended Sept. 30, 1935. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JANUARY 10, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg. ..... 


Bendix Aviation 
Bethlehem Steel 


Budd Mfg. Co., E. G. 
Budd Wheel Co. 
Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 
Firestone T. & R. 
Gabriel Co. A 

General Electric (80c) 
General Motors 
Glidden 


Hudson Motor 


Hupp Motor ......... Cee 


International Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 


eeeeee 


Lee Rubber & Tire ...0..eee00e 


Last Sale 
Jan. 10 Jan. 3 


1936 
High Low 


38, 
34 
31% 
42 
23 
53%, 
5342 7% 
70%, 4%, 
53% 11 
10% 12 
12% 3% 
21%, 16, 
91% 2% 
264 9 
10% 
3%, 


504%, 
26 
31 y, 
45% 
247%, 


21% 
12% 
18% 
20 
8, 


1 7% Motor 


48 
46, 8, 
59, 6% 
2% 2% 
4% 242 
11% 13% 
140 4% 
29, 2854 
3295/4 35g 
541, 9% 
385 h 325 
7% 
261%, 
4 


385, 
564g 
487 
15 
24, 
2% 
5% 
30% 
42 
163% 


White 


Bendix 


NEW YORK 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 

Marlin Rockwell 
Midland Steel 


Products 


Pacific Mills 
Packard 

Raybestos Manhattan 
Reo Motor 
Republic Steel Corp. 
Socony Vac. 
Sparks- Withington 
Spicer Mfg. 

Stewart- Warner 
Studebaker 


Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 


Motors 


Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 


Aviation 


Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle ... 
Pines Winterfront 


DETROIT 


Ex-Cell-O Aircraft & Tool 
Federal Mogul 


Hall Lamp Co. 
Hoover Steel Ball 
Motor Wheel 


Murray Corp. ... 
Timken-Detroit ...eseseesceees 


Macauley Sees 
1935 Earnings 
At $3,000,000 


Detroit, Jan. 10.—In response 
to inquiries following declaration 
of a dividend of $1,500,000 on Jan. 
3, Alvan Macauley, president of 
Packard Motor Car Co., stated: 

“The earning power of Pack- 
ard was re-established on a sat- 
isfactory basis in 1935 through 
the record production of 52,256 
automobiles. This compares with 
6,071 cars in 1934 and 50,054 in 
1928, the latter the best previous 
year in the company’s history. 
While the large volume of sales 
of the new “120” has contributed 
very substantially to the total 
business done last year, it was 
the volume of the new cars, plus 
the sustained demand for the 
other models in the line, that ac- 
counted for these favorable re- 
sults. 

“In 1935, as in previous years, 
the company provided nearly con- 
tinuous employment for its work- 
ers. This has been a real factor 
in the company’s success. 

“At the beginning of our prep- 
arations for the “120” cars we 
completely equipped our factory 
with new and modern machinery. 
This large investment has been 
eminently justified by the low 
costs obtained. It has enabled 
us to put the “120” on the mar- 
ket at a figure that has led to 
volume that has surprised even 
the management. We plan to 
maintain volume _ production 
straight through the winter. Our 
distributors and dealers have 
committed themselves to take 
the full output. 

“Earnings for 1935, preliminary 
figures show, after taxes and de- 
preciation, will be in the neigh- 
borhood of $3,000,000. The divi- 
dend declared Jan. 3 is payable 
Feb. 11 to stock of record Jan 15.” 


Ed. G. Budd Confirms 


British Sale Rumors 
Philadelphia, Jan. 10.—Edward 
G. Budd, president of the Edward 
G. Budd Mfg. Co., today con- 
firmed reports that negotiations 
are under way for the sale to 
British interests of the British 
Pressed Steel Co. common stock 
held by Budd International Corp., 
in which the Edward G. Budd 
Mfg. Co. holds a controlling in- 
terest. Further details of the 
plan will be forthcoming when 
the transaction is completed. 

Budd stated that there is every 
indication of the continuance of 
the prosperous business condi- 
tions which have been enjoyed in 
Great Britain during the past 
year. 

Budd stated that great interest 
in the more recent developments 
of the Budd company in the utili- 
zation of hi-tensile steel (stain- 
less steel) for railway, marine 
and aviation use was displayed on 
the part of leading concerns in 
England, Germany and France. 


Motor Wheel Profit 


Detroit, Jan. 10.— Considerably 
expanded operations throughout the 
fourth quarter of 1935 in the auto- 
mobile wheel, oil burner and whisky 
barrel division of Motor Wheel Corp. 
is expected to find reflection in earn- 
ings for those three months about 
equal to those for the first nine 
months of 1935 when net profit 
amounted to $545,582 or 64 cents 
a share on the company’s 850,000 
shares (par $5) of capital stock. 

Earnings for the year ended De- 
cember 81 thus are likely to be 
around $1,000,000, or in the neigh- 
borhood of $1.20 a share. In 1934 
Motor Wheel had net profit of $409,- 
673 or 48 cents a share. 


To Open Plant 


Akron, O., Jan. 10—A model tire 
factory, one of the most modern in 
the world, located in Montevideo, 
Uruguay, will begin tire production 
Mar. 1, according to officials of the 
B. F. Goodrich Co. 
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How THIS NEW TRUCK WILL BOOST 1936 PROFITS 
FOR DODGE AND PLYMOUTH DEALERS EVERYWHERE! 


O WONDER Dodge and Plymouth dealers the country 

over have acclaimed the great new 1936 line of Dodge 
trucks with such enthusiasm! For they know, from past 
experience, what a wonderful job Dodge trucks have done 
in boosting their profits! 

“Truck sales assist greatly in smoothing out the yearly 
sales curve,” says R. E. Crysler, of Crysler-Porris, Inc., Cleve- 
land. “And we have also found that trucks produce a sub- 
stantial portion of our service and parts business.” 

“Our truck department has always been profitable,” says 
R. L. Schiffman, I. Schiffman & Company, Inc., Huntsville, 
Alabama. “And we intend to increase our activities in this 
department to a point where we believe the profit there- 


DODGE »» PLYMOUTH CARS - 


from will take care of the overhead of our entire business.” 

And Otto R.Conrad, Conrad Motor CarCompany,Scranton, 
Pa., says: “Fleets of trucks which we have sold to large 
buyers have paved the way for the sale of passenger cars 
to these same companies and to their employees.” 


Dodge trucks— Dodge cars—Plymouth cars—not one, but 
three great profit-builders—that’s why the big swing is 
to this amazing Triple-Profit Dealership ... the Dealership 


that is tailored to fit today’s market! 


For full information, write today to A. vanDerZee, 
General Sales Manager, Dodge Division of Chrysler Corpo- 
ration, Detroit, Michigan. 


DODGE TRUCKS + “orscesue 





